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Says Efforts of Industry to Build Confidence in Past L. A. MILLER URGES 


Two Years Were Not “Flashes 
In the Pan” 


Detroit, March 7.—In the March issue of the Bankers’ 
Monthly magazine, James L. Walsh, executive vice-president 
of the Guardian Detroit Union Group, Inc., of this city, will 
present a consideration of the present condition of the auto- 
motive industry. Mr. Walsh believes that our industry has 
contributed a fighting refusal to be prostrated by the depres- 
sion, which has saved business in general from something 
pretty close to rout. Mr. Walsh’s remarks follow in compre- 











N.Y. JANUARY SALES 
OF NEW CARS TOP 
SAME MONTH IN 1931 


New York, March 7.— Figures 
covering sales of passenger cars in 
New York state for January have 
just been released and show a total 
of 10,760 units. This compares with 
10,515 in January last year, a gain 

245 units, something of a minor 
miracle in these days of generally 
consistant decreases. 

In contributing to this general 
increase a number of makes showed 
very satisfactory gains during Janu- 
ary, 1932. The following table in- 
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STUDEBAKER STAGING 
NATIONWIDE SERIES 
OF SALES CLINICS 


South Bend, March 7.—Stude- 
baker is now holding a series of 
sales clinics throughout the country 
for dealers and their sales managers. 
The clinics are being conducted by 
Paul G. Hoffman, president of the 
Studebaker Sales Corporation of 
America; Roy H. Faulkner, vice- 
president; Louis K. Manley, assist- 
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*hensive quotation: 


“In taking an increased interest 
in automobile manufacturing and 
distribution, the banker has no 
thought of telling the industry how 
to run its business. The average 
banker has plently of problems of 
his own these days, andinany vent 
his brief occasional contacts with 
many types of business he has not 
in the nature of things adequate 
opportunity to learn all about any 
one business. 

“Contact with many kinds of busi- 
ness, however, gives the banker op- 
portunity to point out dangerous 
shoals which affect business gener- 
ally and apply lessons learned in 
one type of business to various other 
kinds of businesses with similar 
problems. 

“Bankers are approaching these 
great problems with a sincere desire 
to learn all possible facts to help 
make logical deductions and fore- 
casts and to support loyally with all 
the means at their command, those 
who have the courage to put up 
such rattling good fight as the auto- 
mobile industry has demonstrated 
its ability to do in the past. 

“I would like to make this com- 
ment upon the effort the industry 
made last spring and the spring 
before to push industry over its dead 
center and set the wheels of in- 
dustry and trade humming again: 
Unthinking observers have used the 
expression ‘a false start’ or ‘a flash 
in the pan,’ but they were nothing 
of the kind. The automobile in- 
dustry was fighting a ‘rear guard 
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6 Makes Gain in February 
Sales in Cook County, Iil. 





Chicago, March %.—Gains were 
scored in February new car regis- 
trations in Cook county, compared 
with the same month last year, by 
Nash, Chrysler, Plymouth, Graham, 
De Soto and the Willys products. 
Total listings of 2,914 compared 
with 5,298 a year ago and 2,629 for 
January this year. 

The clean-up of Nash cars in 
preparation for the introduction of 
the new models yielded 180 regis- 
trations, as compared with 147 for 
February, 1931, and 71 for January 
this year. Chrysler had 127, com- 
pared with 98 last year and 70 in 
January. Plymouth had a gain of 
12.2 per cent. over the preceding 
February with 89, against 40, but 
showed a decline from January this 
year when the line had 141. 

Graham, with its Blue Streak and 
new modsl, had 76 for last month, 
against 53 in February, 1931, and 71 
in January this year De Soto listed 
72, against 56 for February last year 
and 46 for January. The Willys 








products showed a gain of 40.8 per 
cent., with 131 for last month and 
93 for the preceding February. In 
January the Willys products scored 
108. Last month there were 101 
registrations of the Willys 6, six of 
the 8 and 24 of the Willys-Knight 
models. 

Chevrolet led the field by a wide 
margin with 734 listings which com- 
pared with 1,002 a year ago. Olds- 
mobile took second place with 213, 
against 235 in February, 1931, and 
Buick was a close third with 206, 
which compared with 314 last year. 
Pontiac-Oakland listed 190 for 
fourth place, as against 268. 

It is interesting to note that 
among the 12 cylinder models 
Cadillac listed 14, Lincoln 3 and 
none for either Franklin or Pierce- 


Arrow. Cadillac had one 16, and 
Marmon one. Cadillac-La Salle 
listed 92, against 96 last year; 


Packard 38, against 111; Lincoln 24, 
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BANKERS TO SHOW 


MORE LIBERALITY 


Toledo, O., March 7.——With banks 
and other financial institutions 
strengthened through Federal legis- 
lation, and hoarded money flowing 
back into trade channels, the nation 
now needs the same liberal attitude 
on the part of the banker toward 
industry and commercial enterprises 
as the government has shown to- 
ward the banks, President L. A. 
Miller of the Willys-Overland Cdm- 
pany declared Sunday night in a 
radio address over a coast-to-coast 
network of stations. 

“Every one should be encouraged 
by the better business sentiment 
that prevails generally throughout 
the country,” Mr. Miller said. “Anx- 
iety concerning financial conditions 
and institutions has been lessened 
by recent Federal legislation, provid- 
ing for the Reconstruction Finance 
Corporation and extending the credit 
functions of the Federal Reserve 
System. 

“Today the purchasing power of 
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PRICES ON 5 NASH 
LINES ANNOUNCED 


New York, March 7.—Prices on the 
four new lines of Nash eights and 
one line of the Nash six follow: 


NASH BIG SIX, 116 W. B. 


Ac hc ipasebakwaenbe oe $777 
MEE cc bencccassseadnenss 825 
5-p town sedan, 4-door........ 825 
5-p sedan, 4-door .......cee0. 840 
4-p convertible roadster....... ee 
5-p convertible sedan, 2-door.. 935 
YASH STANDARD EIGHT, 121 Ww.B. 
NRE POLE ee $965 
5-p town sedan, 4-door........ 975 
rte GOED ncckctndsccesceedons 1,015 
5-p sedan, 4-door............. 


4-p convertible roadster cece 

5-p convertible sedan, 2-door.. 1,095 

NASH SPECIAL TWIN IGNITION 
EIGHT, 128 W. B. 


Be. COND occ ons cedencaunesa $1,270 
CP CR cis kcdsensdaneicns 1,320 
4-p convertible roadster..... “6 


5-p sedan, 4-door ........... 
5-p Victoria 


5-p convertible sedan, 4-door. 


eee e eet eweeeeeeee 
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DOMINION MOTORS 
INTERESTED IN DE VAUX 


Toronto, Canada, March 7.—Com- 
menting on the report from Grand 
Rapids, Mich., in which Continental 
Motors Corporation, announced 
plans for resumption of the manu- 
facture of the DeVaux car April 1, 
stating that Canadian operations 
would be resumed at the same time 
by Dominion Motors, Ltd., Toronto, 
under license arrangement, Do- 
minion Motors executives said here 
today that the company might make 
partial use of the license to the ex- 
tent that the DeVaux body might 
be used for the Frontenac car, 
which the Dominion Motors manu- 
factures. 

Also, thouz! 





> it was not definitely 
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Total of 70,210 Units enna With 100,713 in Same 
States Year Ago, a Decline of 30°; January 
Truck Sales Over December 


Detroit, March 7.—January sales of new passenger auto- 
mobiles in forty states, representing approximately 80 per 
cent. of the entire country, showed a slight increase over 
sales in the same states in December, 1931, according to R. 
b Polk & Co., compilers of official automobile and truck 
registrations throughout the country. 


FORD DELAY HOLDS 
UP IMPROVEMENT 
IN STEEL MILLS 


Youngstown, March 7.—Senti- 
ment among Youngstown district 
steel manufacturers was improved 
this week, although large scale ship- 
ments to Detroit on orders expected 
from Ford have not yet started, and | 
lines other than automobile steel | 
fail to show much tangible improve- 








‘’ The sales totaled 70,210 units for 


January as against 65,624 units sold 
in the preceding month, an increase 
of 6.9 per cent. The January, 1932, 
record, however, was approximately 
30 per cent. under sales of 100,713 
units in the same states in January 
a year ago, 

If the same rate of sale is main- 
tained throughout the country, the 
total sale for the month is estimated 
at 87,400 units, compared to 17,564 
units in December. 

Sales of new commercial cars in 
38 states, representing 74.19 per cent. 
of the country in January also show 
a slight increase over sales in the 
ment so far. It is said Ford has|same states in December, 1931, ac- 
encountered mechanical difficulties! cording to the Polk company. Sales 
with the new-model which are de-| reached 10,615 units, which is an 
laying production. increase of 3.3 per cent. over the 

Sheet and strip manufacturers December, 1931, figure of 10,269 units 
are considerably more active this| for the same states. The commercial 
week than last on accumulation of |r Sales declined by 41.3 per cent. 
small orders for automobile makers|UNder the January, 1931, figure of 
and other consumers, and several| 18,114 units for the same states. 
plants idle recently have resumed| Based on reports so far available, 
production. None hav> entered! the total new commercial car sales 
large scale production, sheet mil] | 47e estimated at 13,100 units for 
operations for the week averaging January. _ i a 
around 30 per cent. Of 120 sheet} 


rusia abate Sip jo"be| STUDEBAKER EXPORTS 
UP 28% IN FEBRUARY 


operating by midweek. 
Operations of Youngstown Sheet 

and Tube Company plants in the; =  2=o-——— 
district are near 21 per cent. of ca- 
pacity, according to valley trade au- 
thorities, who estimate current out- 
put 1 per cent. above last week’s 
rate for this company. Sheet and 
Tube ingot output is slightly higher, 
and its current schedules cal] for 
resumption of six sheet mills by 
March 11. A seamless pipe plant 
has resumed production on improved 
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Chevrolet Reports 81% Gain 
In January Fleet Deliveries 


Detroit, March 7.—A gain of 81, under way after fleet users, who 
per cent. was registered by the|purchase equipment as a capital 
Chevrolet Motor Company during| investment, had made competitive 
January in fleet deliveries—cars and | tests as to the economy and dura- 
trucks sold for commercial purposes | bility of various types of cars, Mr. 
—over the same month last year, H.| Klingler pointed out. 

J. Klingler, vice-president and gen-| The January performance follows 
eral sales manager, announced here! a year in which Chevrolet set a new 
today. | high mark for fleet deliveries. In 
Nearly fifty large companies were | 1931, despite the general trend in 
numbered among those who pur-| the industry, Chevrolet bettered by 
chased new equipment during the|ten per cent. the best previous year 
month, three different organizations|in fleet business in the history of 
taking delivery of 100 or more units| the company. 
each, Mr, Klingler said. He inter- Fleet sales in 1931 included not 
preted the improvement as indicat-| only greater individual purchases by 
ing a resumption of replacement] large corporations but also a larger 
buying by those organizations whose number of purchasers. Forty-two 
fleets are largely made up of cars| customers bought 100 or more units 
and trucks purchased in 1928 and|at one time during the year. More 
1929, and which are now obsoleted! than fifty customers bought 50 units 
due to the heavy usage they receive | or over. Eighty customers purchased 
in commercia] work. 25 units or over, and more than 225 

The present trend to more cylin-| customers bought more than ten 

ders for commercial purposes got} units. 





South Bend, Ind., March 7,— 
February shipments of Studebaker, 
Pierce-Arrow and Rockne passenger 
cars and trucks to dealers in markets 
outside of the United States exceed- 
ed the total for February, 1930, and 
were 28 per cent. ahead of February, 
1931, according to a statement made 
today by Arvid L. Frank, vice-presi- 
dent and general manager of the 
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Banker Lauds Automotive 
Industry's Fight for Trade 


(Continued from Page 1) 


action’ on approved ‘fight and fall| his business on a sound basis. 


back’ principles. True it was not en- 
tirely successful. But there is a lot 


of difference between a disorganized, 
hysterical rout, which the gallantry 


of the auto industry averted, and the 
orderly retreat which it made 
possible. 


“The world is infinitely better 
off today for what the automobile 
industry did last spring. Its vital 
importance is coming to be recog- 
nized more and more eazh day. 

“Charles R. Hook, president of the 
American Rolling Mills Company, 
broadcast a message on a Coast-to- 
coast network and by short wave 
radio around the world, pointing out 
that the automobile industry is the 
‘bellwether’ to lead business back/| 
to prosperous times and urged every 
one who needs and can buy a new 
automobile to do so. 

“Now it is one thing to wish the 
automobile industry well, as it starts 
the spring campaign with banners 
flying and bands playing. It is quite 
another thing to fall in line behind, 


This 
business management assistance is 
as vital to the dealer as are adver- 
tising and sales helps. 

“*Most of the losses in merchan- 
dising have been brought about 
through excessive over-allowances 
on used cars. Part of this is due to 
the manufacturer insisting on ship- 
ping cars to dealers on a definite 
yearly schedule, thus forcing him to 
make unprofitable deals in order to 
liquidate his inventory, instead of 
permitting him to take only such 
cars as he can sell. Our company 
has maintained the policy of ship- 
ping only on firm orders and has 
not tried to force cars on our dis- 
tributing organization. 

“*The function of the banker, we 
feel, should tie in with the efforts 
of the manufacturer. He should be- 
come familiar with the policies of 
the manufacturer affecting the 
dealer. He should realize that the 
automobile merchant occupies an 
important place in the commercial 
life of his community, because the 


as Mr. Hook has done,anc match | automobile has been definitely taken 


its courage The banker has a real 
stake in the success of the industry. 
He wants it to make money. 

“Robert C. Graham, vice-presi- 
deit of the Graham-Paige Corpora- 
tion, says: ‘We are now in a period 
when co-operation and confidence 
are more necessary than ever before 
in the relationship of the dealer, 
manufacturer and banker. I do not 
believe there can be a doubt in the 
mind of any one, after a visit to 
any of the automobile shows, as to 
the co-operation of the manufac- 
turers in regard to the product, The 
greatest values at the lowest cost are 
now being offered. The industry has 
shown indomitable courage and con- 
fidence-in its endeavor to lead the 
way out of the present adverse eco- 
nomic conditions. The manufacturer 
is doing everything possible to place 
the dealer in a better position for 
profit. 

“‘*This profit for the dealer can 
come only if he co-operates by mak- 
ing use of the proper facilities for 
collecting the facts in relation to his 
business. To this end our company, 
like most of the manufacturers, has 
a standard accounting system which 
we recommend, with the request 
that a copy of the monthly state- 
ment be given us. From our analy- 
Sis Of this statement we are able to 
advise the dealer and make recom- 
mendations to enable him to place 


AUTOMOTIVE 
EXECUTIVES 
Coming to BUFFALO 


If you like real home comforts 
away from home stop at Hotel 
Lenox. Large, comfortable rooms, 
luxurious beds and food that 








brings you back again and 
again. 

Single Rooms .. . $2.00 to $3.50 
Double Rooms . . $3.00 to $6.00 
Family Suites ...$6.00 and up 


Clarence A. Miner 
President 


140 North St. 


(Near Delaware) 


BUFFALO 


Classified 


Advertising 


Classified Rates 5c Per Word 





MANUFACTURER’S AGENT 

Sales executive, twelve years in 
New England territory, with wide 
acquaintance Automotive Jobbers, 
Automobile Distributors, Dealers 
and Garagemen to represent Man- 
ufacturer (one or several non- 
competing lines) selling to this 
trade. Best of references can be 
furgished. Box 293, Automotive 
Daily News, 350 Hudson Street, 
New York City. 





































out of the luxury class and has be- 
come a necessary adjunct in almost 
every line of business. Recognizing 
the importance of the industry, the 
banker should have confidence in 
the individual merchant, his method 
of doing business and the product 
he sells. The dealer should feel that 
he can take his financial statement 
to his banker and@ be confident of 
his sympathetic interest and desire 
to be helpful. 

“‘T believe an improved under- 
standing would result from visits of 
the banker to the dealer’s place of 
business. The very act of his show- 
ing interest in this way would build 
up the confidence of the man re- 
ceiving such a call, and I am sure 
would have a fine moral] effect as 
well. Furthermore, the banker’s fa- 
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STUDEBAKER NETS 
20C. A SHARE IN ’31 


New York, March 7.—Net profits 
of the Studebaker Corporation for 
1931 after all charges were $825,202, 
equal after deduction of the Pierce- 
Arrow minority interest to $399,555, 
or 20 cents a share on the Stude- 
baker common stock. This compared 
with a net profit of $1,540,202, equal 
after the minority deduction to 
$527,715, or 27 cents a Studebaker 
share. Net sajes were $64,406,857, 
against $86,083,939 in 1930. 

The report of the company said 
that for the first nine months of 
the year net profits were at the rate 
of 4.7 per cent. on sales, against 3.8 
per cent. the preceding year, despite 
a reduction of 27 per cent. in dollar 
sales, indicating a sharp cut in ex- 
penses, But the sharp decline in 
the final quarter of the year, when 
only 10,241 vehicles were sold by the 
campany, was “the worst the indus- 
try had experienced in a decade.” 

The Studebaker surplus account 
was charged with $499,034 to adjust 
a Pierce-Arrow investment and in 
addition the company paid $1.20 in 
dividends, of which $1 was from 
surplus. 

Sales for the year were 58,202 
vehicles, against 67,269 the previous 
year, a drop of 13.5 per cent., against 
a drop of 30 per cent. for the in- 
dustry. Sales for February, 1932, 
were 5,536, against 4,376 in the same 
month of 1931, and against 2,960 in 





(Continued on on Page 3) 
AUTO ELECTRIC SERVICE 
HOLDS SPRING MEETING 
Toronto, March 7.—The annual 
spring official service station con- 
vention of the Auto Electric Service 
Company, Ltd., will be held for three 
days, commencing Monday, March 
14, according to announcement by 
George J. Beattie, president. The 
sessions will take place in the King 
Edward Hotel and will be followed 
by a dinner on the night of the 16th. 
The list of speakers and demonstra- 
tors at the clinics has not yet been 
released, but will include several 
well known factory experts on auto- 
motive electrical and carburetor 
service work. 





USED CAR DEALERS 
ENJOIN WISCONSIN 


NEW LICENSE LAW SPARKS from DETROIT 





Milwaukee, Wis., March 7.—A 
temporary order restraining the en- * * &* 
forcement of provisions of Section a A _— 
85.02, laws of 1931, relating to the Inside Facts on Used Cars 
registration of cars held by second- * * 


hand automobile dealers has been 
signed by a circuit judge here. 
The action was brought by the 


Pedigrees Help Sales 





Wisconsin Used Automobile Dealers eS ¢ 6 

Association, and the order is re- Briggs Di : 

turnable March 12, when a hearing ge iversifies 
x * * 


will determine whether a perma- 
nent injunction against the enforce- 
ment of the law shall be issued. 

The new law requires dealers in 
second-hand cars to buy licenses for 
each car offered for sale or used 
for demonstration by him. Second- 
hand dealers in cars must, also be 
appointed by distributors of auto- 
mobiles the same as other dealers. 

Haste in drawing the law is re- 
sponsible for failure to differentiate 
between dealers in second-hand 
cars only and those selling new cars, 
it is pointed out. The legislature 
did not intend to compel dealers 
in secorid-hand cars only to buy @ 
license for every automobile offered 
for sale, some of which may never 
be sold- but junked, the attorney 
for the association said. 

The requirement for the pay- 
ment of automobile license fees by 
second-hand dealers became effec- 
tive January 1, but no attempts at 
enforcement of its povisions upon 
second-hand dealers have been 
made. The order restrains the 
arrest or prosecution of dealers in 
second-hand cars for failure to buy 
licenses for their automobiles. 


N. Y. JANUARY SALES 
OF NEW CARS TOP 
SAME MONTH IN 1931 


(Continued from Page 1) 


AYBE there’s something to that old saying, “there’s 
nothing new under ‘the sun,” but Ted Brownell came 
into the office the other day with an idea that I believe is 
decidedly original. Furthermore, it looks like the answer to 
the dealers’ prayers for aid in helping them move used cars. 
This Ted Brownell is a Dodge dealer at Birmingham, 
Ala.—has been since 1917. And his father is C. A. Brownell, 
famous advertising agency executive in the earlier days and 
who handled Ford at one time, so you will easily get the 
background. Both the Brownells were in town for a short 
visit. \ 
*” * * 

“BROWNELL’S TEXT BOOK,” a copyrighted idea, 
was what they had to show me. It is just out—a compila- 
tion of statistical information of twenty-nine different makes 
of cars, of the vintages of 1928, 1929, 1930 and 1931, facts 
most of us have forgotten with the advent of the new stuff. 
You can turn to any of thesé models and in a jiffy learn all 
about it—how many were manufactured, what the leading 
talking points were, the material that entered into their con- 
struction, their specifications; in fact, everything vital in 
the way of family history. i 


BROWNELL got the idea onan time ago, when he was 
trying to educate his used-car salesmen. He discovered there 
often was a diffiidence displayed by a salesman as to the 
antecedents of an old car he was trying to move. To him it 
was just a name-plate. The car was in good condition, tires 
in fair shape and the price low; but he had no other infor- 





| Chris Sinsabaugh—Detroit Editor 




























dicates the makes showing an in- 


crease: 

1932 1931| mation to fire the imagination of the prospect as to the 
ers Kasensenes aoe 1194 | glories of the past of the old car. He couldn’t put any sin- 
Chevrolet .........3,692 2'779| cerity or enthusiasm into his presentation. 

DE Av tea eanice 33 12 So Brownell dug up the missing information and drilled 
De Soto ...+++++-- 134 111/ his salesmen to depart from conventional practice—to talk 
+ aren nehenenane = = about the hidden values, etc., to be alive to what a bargain 
a) ae 424| he was offiering, by bringing out the individuality of the big 
Oldsmobile ....... 263 177| package. 

Plymouth .....-.«..- 705 163 + . * 

ED riiexceadsi 34 - IT WAS DEMONSTRATED that this new system of 
Studebaker ....... 638 439 | used-car salesmanship produced definite results in the way 


of increased sales, so Brownell put his facts into his text book 

and placed it on the market. While in Detroit he called on 

several of the leading factory executives, and he tells me he 

received universal praise for the practicability of the plan. 
oe 7 


ALONGSIDE THE DESK of Pete Revelt at Advertisers, 
Incorporated, stands invitingly a new type of chair, designed 
for sun-room and porch purposes. The seat is mounted on 
coil springs, held under constant tension and automatically 
and precisely adjusts itself to the weight of the person 
occupying it. Naturally, I droppeed into it, and it was while 
enjoying this solid comfort that I learned from Revelt of 
a new phase of the automobile industry, which has been 
entered into by one of his clients, none other than the power- 
ful Briggs Manufacturing Company of Detroit. 


THIS BIG CONCERN, which has turned out 5,000,000 
automobile bodies in the past six years, has determined on 
a diversification of product which will enable it to utilize 
to the limit its vast plant capacity, through the adding of 
items other than automobile bodies; in other words, it is 
not putting all its eggs in one basket. 

Having always been an advocate of all-steel construction 
and a specialist in expert welding, it naturally turns its at- 
tention to fabricated products. The first step in this direc- 
tion has been the invasion of the refrigerator cabinet field 
with a cabinet of all-steel construction, which has met with 
ready acceptance, one huge order from Westinghouse call- 
ing for deliveries at the rate of 10,000 units a month. 

The next step has been the introduction of the Spring- 
flex chair and also a lower priced all-tube chair. In this de- 
partment a production of 50,000 units is anticipated this year. 


AUBURN DECLARES $1 
CASH, 2% STOCK DIV. 


FORD BUYS 50-ACRE 
TRACT AT RICHMOND, O. 
Erie, Pa., March 7.—The Ford 
Motor Company has purchased a 
fifty-acre tract of land in Richmond, 
O., west of this city, from the New 
York Central Railroad. A deed will 
be recorded confirming the transac- 
tion within a week, according to an 
announcement by Frank M. Stan- 
ton, representative of the Ford com- 
pany in Painesville, O. The com- 
pany will not, however, commit it- 
self as to when construction work 
will be started on a proposed as- 
sembly plant at Richmond. Due to 
the present depressed state of busi- 
ness the company’s Cleveland as- 
sembly plant is quite adequate for 
the present needs in this territory, 
according to Mr. Stanton. 


NOBLITT-SPARKS HAS» 
GOOD 1932 PROSPECTS 


Chicago, March 7.—Although re- 
ports indicate that Noblitt-Sparks 
Industries will show net loss for 1931 
of approximately $100,000, Q.. G. 
Noblitt, president, stated that “pros- 
pects of our company appear good. 
The omission of our quarterly divi- 
dend of 40 cents, due April 1, was 
done for the purpose of conserving 
cash and not as a barometer of the 
management’s opinion of the fu- 
ture. At present we have a large 
number of contracts with a greater 
number of motor car manufacturers 
than we ever have had before.” 


MULLINS MANUFACTURING CO. 
HEAD DIES IN SALEM, O. 
Canton, O., March 7.—William H. 
Mullins, 76, millionaire automotive 
manufacturer, died at Salem, O., 
late Sunday following lingering ill- 
ness, He was head of the Mullins 
Manufacturing Corporation engaged 
in stamping of steel bodies for au- 
tomobiles, also other automobile ac- 
cessories, 








to stockholders of record at the 
close of business, March 21, 1932. 


CHICAGO PNEUMATIC TOOL 
SHOWS $595,140 LOSS 
Chicago, March 7.—Report of Chi- 
cago Pneumatic Tool Company and 
subsidiaries for the year ended De- 
cember 31, 1931, shows net loss of 
$595,140 after depreciation, interest, 
loss on foreign exchange, etc. 


Auburn, Ind., siarch 7.—Auburn 
Automobile Company announced 
today declaration of its regular divi- 
dend of $1 a share cash and the 
usual additional dividend of 2 per 
cent., payable in stock. The divi- 
dend voted is payable April 1, 1932, 
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P.A.A. Seeks More Favorable 


Interpretatior 


By C. S. Klugh 
Manager Sennayivente Automotive 
Association, Harrisburg, Pa. 


Pricr to the appointment of Dr. 
Clyde L. King as secretary of rev- 
enue there did not seem to be a uni- 
form method of appraising the vol- 
ume of business done by merchants 
in Pennsylvania, and so many dif- 
ferent interpretations were placed 
on the application of this law that 
officials of P. A. A. hesitated to 
bring the matter to an issue. 

However, due to various interpre- 
tations in different sections of the 
state, present officials of the Penn- 
Sylvania Department of Revenue 
have set about to collect the mer- 
cantile license tax on a uniform 
basis, and, as a result, many irregu- 
larities have come to light. In some 
cases automotive merchants have 
classed themseleves as agents for 
manufacturer, and paid a fee of $25 
to $50; in others, payment was made 
on total gross volume in dollars and 
used cars taken in trade were con- 
sidered as the equivalent of cash. 

The department’s interpretation of 
the volume taxable on the sale of a 
$1,500 new car, on which the dealer 
receives $700 in cash, and a used 
car appraised at , $800 would be 
$1,500, for they class the used car as 
equivalent of cash. Should the used 
car be sold for $650, on which the 
delaer receives $400 in cash, and a 
used Car appraised at-$250, the vol- 
ume taxable on this transaction 
would be $650, Should a subsequent 
sale of the $250 used car be made on 
the basis of $125 cash, plus an al- 
Jowance of $75 for a junker, the vol- 
ume of taxable would be $200, the 
junker being classed as the equiva- 
lent of cash. If the junker is then 
Sold for $15, that amount is also 
taxable. 

Therefore, we have the following 
taxable volume on the sale of one 
(1) $1,500 new car and three (3) 
used cars involved in this one (1) 
new car sale: 


Pueblo Dealer 
N.A.C. C. Sa 


By G. E. WALKER, Sec., 

The Pueblo Auto Dealers’ Ass’n., 

Pueblo, Col, 

Unfortunately, the Pueblo Auto! 
Dealers’ Association is not a large 
organization. Its activities are purely 
local in character. This organiza- 
tion has failed the same as all other 
automobile dealer organizations in 
that it has been unable to create 
dealer confidence in one another. It 
has also failed to effect some kind 
of a workable plan whereby the 
dealers through co-operation might 
conduct their business profitably by 
paying no more for used cars than 
they are worth, 

Eleven members of the associa- 
tion do get together, however, at 
regular intervals, namely’ every 
Wednesday noon. We discuss with 
each other the used car problem and 
other things of mutual interest the 
same as any other body. 

In 1928 the Pueblo Auto Dealers’ 
Association organized the Pueblo 
Auto Dealers’ Salvage Company, the 
purpose of which was to buy junkers 
from the dealer members and to 
crack them up, retaining for sale 
such salvaged parts as the market 
would absorb. Since its organiza- 
tion there has not been one single 
automobile purchased by the Salv- 
age Company to find its way back | 
to the dealer’s lot. The Salvage | 
Yard is the final resting place for 


the cars purchased. This company is} tributor of Auburn and Cord auto-| payment of 6 per cent. 


now requesting the approval of the 
National Automobile Chamber of 
Commerce as the official junk yard 
of this district from which the fac- 
tory will accept certificates of de- 
molition. 

For years, automobile dealers have 
been the prey of numerous advertis- 
ing and raffle rackets. Some years 
ago we appointed a secret advertis- 








n of Tax Law 


1 $700 cash and $800 





WOE GRE cocctvseccsesss $1,500 
2 $400 cash and $250 used 
car secured on sale of 
SEOS USOE CBF. ccccceccces 650 
3 $125 cash and $75 junker 
secured on sale of 
$250 used Car ....ccccceee 200 
4 $15 secured for junker ...... 15 
RE: saspeenseeeeeeenes $2,365 


And the loss on used car sales 
amounts to: 
$150 on the first car 
50 on the second car 
60 on the third car 


$260 Total 

This amount is exclusive of sales- 
men’s commissions, reconditioning 
costs, and proportionate overhead. 
Inasmuch as the average discount is 
about 24 per cent., the profit on a 
$1,500 new car sale is very small, and 
the better class merchants are grad- 
ually turning to the shop for a 
profit, instead of a loss, as has been 
the case for years. 

The sale of labor and parts used | 
in repairing a motor vehicle brought 
to the service station, or taken in 
trade, may be deducted when a con- 
tract is entered into, in other words, 
if a $90 repair job is ordered, and 
this includes labor involving $65 and 
parts to the amount of $25, the 
$90 may be deducted, because the 
repair order is for labor and service, 

jrather than a sale of goods. But, 
| should a customer buy a water heat- 
er or some other accessory over the 
counter, which would not be includ- 
ed in the repair order, this item 
would be taxable, but not the charge 
for installation. 

That the original intent of this 
law was not to inflict a double tax 
is agreed by practically every one 
with whom we contact. P. A. A. of- 
ficials have personally presented this! 
matter to officials of the Pensyl- 
vania Department of Revenue for a 
more liberal interpretation, and 
pending new ruling, we would sug- 
gest that you request time extension 
on the filing of your mercantile tax 
return for last year. 


Group Seeks 
lvage Sanction 


ing committee to which all advertis- 
ing solicitors must present their 


| proposition through the chairman of 


the association. If of merit, the 
solicitor was granted an ad, carry- 
ing the signature of the association 
and was paid for by it. If the 
proposition was turned down the 
dealers, individually, refused also to 
grant an ad. Through this plan the 
dealers were saved approximately 
$3,500 during its first year of opera- 
tion. The savings since have been 
equal or greater. This plan enables 
the dealers to retain the good will 
of the solicitor who, many, many 
times, is the owner of one of the 
dealer’s cars. He simply states that 
he is honor bound not to participate 
in advertising unless sanctioned by 
the Dealers’ Association. 

It has been a good many years 
since the Automobile Dealers of 
Pueblo, as individuals or as a group, 
have been able to spend time on the 
golf links, so your suggestion as to 
golf matches is out. There are no 
new dealer buildings being erected 
or contemplated. Dealers are chang- 
ing lines handled quite hapidly, and 
the permanency in the change is in 
a great many cases, very doubtful. 
AUBURN DISTRIBUTOR BACK 

FROM INSPECTION TRIP 


St. Louis, Mo., March 7.—J. S. 
Mitchell, vice-president and general 
manager of E. J. Johnson, Inc., dis- 


mobiles in Denver, Kansas City and | 
St. Louis territory, has just returned | 
from one ol! his periodical inspec- | 
tion trips. “The same springlike 
weather in St. Louis is also current 
in both Kansas City and Denver,” 
said Mr. Mitchell. “As a conse- 


Se ee SSS. SSESS 


THEY SAY IT CANT 
BE DONE, BUT 
HERE IT IS 


The Scherman-Schaus-Freeman 
Company, Studebaker distributor in 
South Bend, Ind., sold 20 Studebaker 
sixes, 27 Dictator eights, 8 Com- 
mander eights, 10 President eights, 
9 trucks and 2 Pierce-Arrows in the 
month of February to people with 
the following occupations: 

Nine salesmen. 

One lawyer. 

Four laborers. 

Two dry cleaners. 

One fire chief. 

Three machine shop operators. 

One wholesale manager for a na- 
tionally known tire company. 

Two gas station attendants. 

Four foremen. 

Three dentists. 

One assistant postmaster. 

Four clerks in stores. 

One treasurer of an electric com- 
pany. 

Three ice cream manufacturers. 

Two credit men. 

One candy manufacturer. 

Four physicians. 

One editor of a newspaper. 

One principal of a school. 
| Two retail grocers. 

Two wholesale meat market men 

Two wholesale grocers. 

One contractor. 

One county treasurer. 

Five bankers. 

One city fireman. 

Three real estate men. 

Two lumber men. 

One undertaker. 

Eight truck operators. 

This would seem to demonstrate 
that where a sales force becomes 
imbued with the idea that people 
can be brought into the market and 
goes out with this idea in mind 
they can be successful. There has 
been no boom to justify this sudden 
expansion in business in South 
Bend and the performance, in com- 
parison with their competitors, is 
unusual. One potent fact stands 
out in this successful operation, and 
that is that where a new car is put 
into a neighborhood it seems to en- 
courage buying in that particular 
locality and brings other people in 
that section into the market. 


ee NETS 
20C. A SHARE IN °31 


(Continued from Page 2) 


January, 1932, Pierce-Arrow and 
Rockne sales are not included. 

Plants of the company have an 
annual capacity of 250,000 vehicles, 
and the company’s line now covers 
all fields and price ranges. 

The company reduced the Pierce- 
Arrow minority interest by the pur- 
chase of 8,200 shares of preferred 
and 5,400 shares of Class A stock 
bought in the year. There were 
also bought 4,500 shares of Stude- 
baker common stock. 

The company proposes the trans- 
fer of $33,051,520 from capital ac- 
count to surplus to be used to write 
down good will and patent rights to 
$1. The sum named was creat:d 
when shares issued as stock divi- 
dends in the amount of 826,288 
shares were capitalized at $40. An 
additional adjustment will reduce 
capital to $20 a share. 

The balance sheet shows current 
assets of $30,932,334 or 2.27° times 
current liabilities of $13,643,753. Of 
the current assets cash was $9,931,- 
794 and inventories $16,211,179. Lia- 
bilities included $5,500,000 of notes 
payable and $5,836,618 of accounts 
payable. 

The Pierce-Arrow Motor Car 
Company reported a net loss for 
1931 of $476,943, compared with a 
net profit of $1,366,008, equal to $1.01 
on the Class A participating stock 
and to 44 cents a share on the Class 
B shares. The company had a net 
loss on sales before charges of 
$413,279. Sales of 4,324 vehicles re- 
turned $11,925,657, against sales of 
6,922 vehicles at $19,016,971 in 1930. 
preferred 
dividends, a 50-cent and a 25-cent | 
dividend on the Class A stock re- 
duced surplus to $2,052,712. 

Both this company and the Stude- 
bake Corporation had extraordinary 
expenses in connection with the in- 
troduction of new models, and in 











quence, sales activity has been con-| addition the latter company reduced 


siderably increased, which indicates 
that we are in the buying season,” 





foreign receivables to current ex- 
change rates, 


“i 





Head of Galesburg A.D. A, 


A. G. Miller, president of the 
Galesburg Auto Dealers’ Association, 


reporting in the nation-wide used | 


car survey being conducted by the 
Automotive Daily News, reports as 
follows: | 

Answering your inquiry of Feb- 
ruary 19, would advise that appar- 
ently automobile sales conditions 
locally are little different than else- 
where. 

In spite of strenuous efforts, our 
dealers are unable to move used 
cars in any quantity, and with this 
condition prevalent, the sale of new 
cars is greatly retarded, taking into 
consideration that we must move 
Slightly more than two used cars to 
each new car sale. The class of 
buyers we usually have to consume 
these used cars are now practically 
unemployed, and therefore out of 
the market. Without a market for 
these used cars, dealers are unable 
to determine a fixed market price 
on a certain year’s model of any 
certain manufacture, and the nec- 
essary tendency has been to keep 
reducing the price on stock on hand. 
However, these continued reductions 
are not moving these used cars, 
and, consequently, on new ap- 
praisals, dealers are at a loss to de- 
termine what the market price 
should be. 

They do, however, appreciate that 


| Describes Used Car Market 





appreciate the fact that these deal- 
ers seem more willing to take their 
loss on the used car traded in at a 
high price, rather than take it on 
the new car at a reduced price. For 
this reason, some dealers are hav- 
ing a hard time explaining to a 
prospective customer why they can- 
not allow the same appraisal on 
the old car, on a new 1932 model, 
that they offered on a new 1931 
clean-up. 

The greater value offered in the 
new 1932 models has undoubtedly 
greatly lowered the selling price of 
used cars, and so far we have been 
unable to find any successful meth- 
od of disposing of these used cars 
to prospects who have no money for 
a down payment and no job to 
guarantee his monthly payments. 





Griff D. Vance, secretary-treas- 
urer Houston Automobile Dealers’ 
association, reports: 

Replying to your letter of Febru- 
ary 19, relative to the used car mar- 
kets in this territory, will state that 
the sale of used cars is practically 
at a standstill. 

Naturally, dealers are being forced 
to liquidate used car stocks before 
pushing new car sales, and, due to 
the fact that practically every deal- 
er is now carrying his maximum 
used car inventory, there are very 
few in this territory in a position 


1932 models are much better cars|/to go after a volume of new car 


than they have ever purchased be- 
fore at so low a price, but are not 
yet willing to take the necessary de- 
preciation on their own used car. 
In this respect they have been 
spoiled and misled by appraisals of- 
fered by dealers who have new 1931 
models to dispose of, and do not 





business. 

We feel that the sale of used cars 
is being affected primarily by the 
fact that the buyers of this type of 
merchandise are now without jobs 
and are not in a position to pay for 
an automobile, although many of 
them have the desire to own one. 





PLAINFIELD DEALERS 
HEAR S. F. CLUTTERBUCK 
ON USED CAR VALUES 


Plainfield, N. J., March 7.—The 
Plainfield Automotive Trade Asso- 
ciation meeting at Park Hotel heard 
S. F. Clutterbuck, Eastern represen- 
tative of the National Used Car 
Market Report, Inc., of New York 
city, give an interesting talk on “The 
Nation’s Standard of Used Car 
Values.” His remarks covered not 
only the situation in the Eastern 
territory, but embraced conditions 


in all sections of the United States. ; 


Mr. Clutterbuck’s outline of the 
used car market situation was so 
well appreciated that it has been 
decided to have the speaker return 
and cover the subject in general at 
a special meeting. 

At that time dealers of the organ- 
ization will arrange to have all their 
sales force present, as plans are to 
give a talk which will be of direct 
interest to all those in the sales 
division of members of the associa- 
tion. 


JOHN W. DAVIS NAMED 
SALES HEAD IN ST. LOUIS 


St. Louis, March 7.—John W. Da- 
vis, who has been appointed retail 
sales manager of the Hudson- 
Frampton Motor Company, distrib- 
utor of Hudson-Essex here, comes 
back to the same company where he 
first entered the automobile busi- 
ness, in 1918. Mr. Davis takes over 
his new duties this week. Mr, Da- 
vis was connected with Hudson- 
Frampton until 1926, when he trans- 
ferred to another leading dealer 


here. The announcement of his re- 
appointment was made late last 
week. 


AUBURN DEALER MOVES 
Allentown, Pa., March 17.—Beck' 
and Eck Motors, distributors of Au- 
burn, Cord and Durant motors, are 
removing from the Liberty Street 
salesrooms which they occupied for 
ten years to the modern garage and 
display rooms at 19th and Tilghman 
Streets, having a floor space of ap- 
proximately 7,000 square feet. 


IN NEW QUARTERS 


Detroit, March 17.—The 
Rothfuss Sales and Service. 


George 
Dodge 


dealers, formerly located at 8634 
Gratiot, moved this week to new 
quarters at 6858 Gratiot, corner 
Forest, 








CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 





BURROUGHS BOOKLET 
OUTLINES SERVICE 
STATION SYSTEM 


“Protection and Information That 
Are Making Money for Those in 
Automotive Lines,” is the title of a 
new booklet issued for automotive 
service shops and filling stations 
by the Burroughs Adding Machine 
Company, Detroit, Mich. 

The new booklet presents a mod- 
ern plan for maintaining a con- 
tinuous record of daily transactions, 
It is illustrated throughout with 
forms and specimen records, and 
discusses such phases of daily opera- 
tions as the handling of cash sales, 
charge sales, payments received on 
account, money paid out, daily bal- 
ancing, and the maintaining of 
monthly and yearly records, 

The idea presented by the booklet 
is to centralize the recording of 
transactions. The plan provides for 
the identification of individual sales, 
and sets up definite safeguards 
against losses through errors in 
figuring, failure to record such 
items as charge sales or money paid 
out, or failure to register cash sales, 
Another subject covered in the book 
is the analyzing of sales by com- 
modities and attendants. 


MAINTENANCE GROUP 
FORMED IN NEW JERSEY 


New Brunswick, N. J., March %.— 
Protection of the rights of inde- 
pendent garage owners was stressed 
at the opening meeting of the Inde- 
pendent Automotive Maintenance 
Committee of Middlesex county, 
held at the Ramhorst garage. Close 
to fifty independent garage owners 
of this city and vicinity attended. 
The organization is a part of the 
statewide unit devoted to the pro- 
tection of the rights and privileges 
of independent garage owners. 

Fred H. Ramhorst was elected 
president. Other officers include 
George Baxter, vice-president; 
Leonard N. Flomerfelt, secretary, 
and George Bailey, treasurer. 

Fred Ramborst, in opening the 
meeting, called attention to the fact 
that present conditions are deplor- 
able, and that by forming an or- 
ganization protection may be ac- 
complished. “If we maintain prices 
as a body,” he said, “customers will 
come to at least one of us, and that 
man will make money. As it is, no 
one is benefiting.” 
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Competition Plus 


ANY years ago our national legislators blessed us with 
a set of what they called “anti-trust laws.” This was 
in the days when any legislator, however dumb, could wring 
cheers from any audience by bellowing about the iniyuities 
of the octopi of Wall Street, the wicked business-devouring 


trusts. 

Today we have a number of industries, pillars of our 
economic life, which are showing not only the effects of the 
depression, but also of these paternal anti-trust laws. 

Consider the present situation of the steel industry, that 
of the rubber manufacturing business, copper and petroleum, 
all industries that have been fundamental to the economic 


growth of America. 

Every ®ne of these great industries today is in a difficult 
position, and analysis will show that no inconsiderable part 
of the trouble is caused by cut-throat competition. Under 
our present laws it is impossible for the executives of leading 
companies in any of these industries to get together and for- 
mulate co-operative plans for bettering conditions within the 
business. In each case the output. of the industry is largely 
in the hands of a few companies. A maximum of five or six 
companies in most industries will be found doing 80 or 90 
per cent. of the business, with the remaindere divided among 


many small operators. 

It ought to be possible for executives in control of the 
companies dominating any industry, under government con- 
trol if necessary, to join hands to improve conditions in their 
common business. They ought to be able to set some fair and 
decent policy for their sales departments that will not permit 
cut-throat competition to take all profit out of their business 
for everybody. The interests of smaller companies could be 
rigidly protected, and still we could have a sane degree of 
co-operation among companies operating in a single indus- 
trial field. 

If these executives try to do anything of this kind at the 
present time, they will, all of them, very likely find them- 
selves taking an extended vacation in a certain resort that 
the Federal government maintains in the city of Atlanta, Ga. 

Looking over our own industry, we cannot doubt that a 
general raising of prices would be beneficial to the business 
in general. It would give the manufacturers and the dealers 
both a little wider margin on which to work. It would relax 
the strain all along the line. It would actually be a move in 
keeping with general economic conditions. 

In this respect it may be suggested that prices are drop- 
ping in commodity markets and that a general tendency to 
raisé them in the automobile field would be contrary to that 
movement. However, in their endeavor to promote their 
own business and to help the financial situation of the coun- 
try in general, the automotive industry “went the limit” this 
year, not only in improving its product but in lowering its 
prices. This was done in the face of a falling demand, which 
drastically reduced the volume of production. Until now 
volume has been considered the one sure method of reducing 
prices on an economically sound basis. 

It may quite easily be that, as the selling year of 1932 
advances, our automobile manufacturers will find that the 
prices set at the beginning of the year do not yield the neces- 
sary margin of profit. If this happens, the obvious thing to 
do is to raise prices. 
in some cases already. 

BUT if our anti-trust laws had been modernized an 
industry so closely knit as is the automotive business could 
have arranged its affairs to protect the interests of all con- 
eerned without waiting for the pressure of reduced profits. 








A a matter of fact, this has been done | 
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sort of self-appointed arbiter. 
It is my humble opinion that the 


attitude if any constructive prog- 
for. 


in their demands on manufacturers 


increased discounts, closed territory, 
fleet discounts, freight “mark-up,” 
used car relief program and other 
kindred aches and ailments. 

It is not my intention to minimize 
the importance of these subjects, but 
rather to point out that it is a fal- 
lacy to enlarge on them to the ex- 
clusion of proper consideration for 
their relation to, or effect upon, the 
desired objective. 

Manufacturers, on the other hand, 
seem inclined to assume an attitude 
of “high hat” indifference and su- 
periority, while there is also a ten- 
dency to attempt obscurity from the 
real issue behind a smoke screen of 
alleged “inefficient dealer manage- 
ment,” and who can say they are 
not often justified? 

It seems quite obvious that there 
exists an .urgent necessity for a 
“get-together party” and that a fair 
and open minded attitude on the 
part of all concerned is a prime es- 
sential if a mutual purpose is to. be 
served. 

At the outset I believe it safe to 
say that at least two of the subjects 
mentioned should be eliminated ag 
being almost, if not quite, irrelevant 
and immaterial. 7 

The “closed territory” idea seems 
as antiquated to me as a 1910 au- 
tomobile and has place in the 
present dav merchandising scheme. 
This plan was proved complicated, 
clumsy and generally unsatisfac- 
tory even in the “old days.” 

The so-called evil of “fleet dis- 
counts” will automatically eliminate 
itself if dealers will but adhere to 
the policy originally developed by 
the producers to govern the opera- 
tion of this plan, as retailers are 
themselves responsible for abuses 
which now prevail. 

Increased discount is a subject 
with varied and far-reaching influ- 
ence, calling for serious study and 
careful analysis. Recent surveys of 
average dealer operations forcibly 
indicate the necessity for gross mar- 
gin revision to compensate for the 
ever increasing ratio of used car 
sales and other unbalanced operat- 
ing conditions beyond the control 
of the individual dealer. Any en- 
deavor toward discount adjustment 
must originate with the producers 
and embrace their complete co-op- 
eration in order to avoid disturbance 
of equalized competitive positions 
and advertised list prices. Solution 
of this problem is the manufactur- 
ers’ responsibility, and dealers have 
a right to look to them for relief. 

Not so long ago rather persistent 
rumors were in circulation to the 
effect that one prominent automo- 
bile manufacturer proposed to ask 
his dealers to abandon the depart- 
mental operating statement feature 
of their, accounting system so that 


| COMING EVENTS | 
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MARCH 


5-13—Toronto, Can.. National Spring Mo- 
tor Show of Canada. Canadian Au- 


tomobile Chamber of Commerce, 
Coliseum, Exhibition Grounds. 
| 10-12—Ansonia, Conn. Show. 
OCTOBER 
| 3- 7—Buffalo, N. ¥. National Metal Ex- 
position, 174th Pegiment "Armory. 
W. H. Eisenman, 7016 Euclid Ave., 


Cleveland, director. 

3- i—Buffalo, N. Y¥. National Meta! 
Congress. Sponsored by American 
Society for Steel Sreetae, with co- 
operation of American Society of 
Mechanica! Engineers, Institute oi 
Metals and Iron and Steel Divisions 
of American Institute of Mining 
and Metallurgical Engineers, Amer- 
ican Welding Society, Wire Associa- 


tian 





This 
Contribution to the Popular Melt- 
ing Pot of ideas having to do 
with factory-dealer relationships is 
prompted by the author’s desire to 
participate in the controversy as a 


two combatant factions might well 
be “melted” into a better balanced 


ress toward permanent improvement 
of dealer operation is to be hoped 


Dealers and dealer association 
officials are prone to be too drastic 


in the treatment of such subjects as 
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OPINIONS expressed in this column are those of readers of Automotiv 

Daily News and do not necessarily represent the views of its editors 
or owners. Readers are cordially invited to use this space to discuss any 
problems of interest to the automotive industry as a whole. 


Co-operation Needed 


SS sense 


As Our Readers See It 


only bulk results would be reflected. 
Can you imagine such a recom- 
mendation coming from the same 
source that originated uniform and 
departmental retail accounting? 
Only one guess will be allowed each 
reader as to the motive behind this 
suggestion. 

Inasmuch as new car gross margin 
and livery charges are establshed by 
the manufacturer, a dealer’s man- 
agement efficiency can be properly 
judged only by his ability to sell the 
prescribed percentage of cars in his 
price class group and to make a rea- 
sonable net profit from the resulting 
gross returns after absorbing a min- 
imum used car loss. Analysis of 
successful dealers’ statements repre- 
senting five or more successive years 
of profitable operation lead to a def- 
inite conclusion that a rise in dis- 
counts or delivery charges is long 
overdue. It is evident that even a 
“good operator” cannot hope to 
make his car departments show a 
profit that will justify the invest- 
ment, volume turnover and risk in- 
volved. 

Now then, what would happen if 
a manufacturer or banker were to 
discover that his retail automobile 
dealer was deliberately indulging in 
a practice that involved the pur- 
chase and sale of merchandise with- 
out margin for profit? This ridicu- 
lous imaginary situation exactly 
parallels a real one wherein the 
dealer actudliy sells freight and de- 
livery at cost. Let us consider an 
experience handling 400 cars per 
year on which freight and handling 
amount to $125 per unit or a total of 
$50,000 annual volume, A “mark- 
up” to earn 25 per cent. sales mar- 
gin is equal to a very handsome net 
profit on the new car department of 
a 400 small car dealer. Then con- 
sider a factory discount of 25 per 
cent. on a car listing at $600 with a 
$125 freight and delivery charge. An 
actual discount of 2012 per cent. is 
earned on the delivered unit, and 
what dealer can do business on “pre- 
war” discounts? 

Now comes the used car. I have 
no tolerance for the fellow who con- 
tinues to “nurse” this problem while 
waiting for a “cure all” remedy for 
mythical solution of the so-called 
“Used Car Evil.” This division of a 
dealer's business is no more a “prob- 
lem” than any other departmental 
activity and solution is possible only 
through the application of business- 
like management and sales produc- 
ing methods. We cannot charge our 
factories with the used car problem, 
as it is strictly a retail responsibility 
and we do not want them to get 
into the retail business any more 
than they want to do so. However, 
we can and should solicit and ac- 
cept factory assistance te*vard bet- 
ter used car control. 

I am convinced that manufactur- 
ers are sincere, although perhaps 
quite selfish, in their desire to bring 
about a higher order of manage- 
ment efficiency in their dealerships. 
However, in order to accomplish 
this, they must recognize certain 
fundamental inconsistencies at their 
source and hasten their correction, 
and that is a factory responsibility 
of considerable magnitude. Co- 
operative dealer assistance programs 
originating with the factories usually 
have sufficient merit and good in- 
tent to justify dealer acceptance, but 
fall short of their purpose in execu- 
tion. The principal reason for such 
failure is the fact that average fac- 
tory representatives and “contact 
men” have too little knowledge of 
the practical side of retail dealer 
operations and “no savvy” the sub- 
ject they are trying to “teach.” 

On page twenty-four of the De- 
cember issue of Automobile Trade 
Journal appears a statement to the 
effect that dealers generally make 
less money each year as time goes 
on and poor dealer management is 
charged with this deplorable con- 
dition. Surely the gentleman who is 
quoted would not have us believe 
that dealer efficiency has been on 
the decline during the very period 
when manufacturers have been 
most active with their educational 





; campaigns. If so, what price educa- 
= and what is to be done about 
Now, let the “good brothers” join 
in supplication requesting that our 
factory executives “step down” to a 
ground of common level in an earn- 
est effort to bring about our mutual 

salvation. H. A. C., 
Albuquerque. 


SIX MAKES GAIN 
IN FEBRUARY SALES 
IN COOK COUNTY 


(Continued from Page 1) 


against 37, and Pirce-Arrow’s 20 
compared with 39 in February, 1931. 

The standing of the individual 
makes in February, 1932, compared 
with the same month last year, fol- 
lows: 


1932 1931 

IRVEONNG- oc cccccesese . 134 1,002 
Oldsmobile ..... séeedes aan 235 
ME. 60.640 36R4400003"0 206 314 

Pontiac 6-8—Oakland.. 190 ‘268 
DET titebvacedcesceeds 180 147 
Studebaker .......... . 157 189 

Dodge 6, and 8........ 139 327 
Hudson-Essex .,....... 135 211 
Willys Products ,,..... 131 93 
SEE pnksoee0 00% eos Ase 98 
Cadillac-La Salle ..... » 92 6 
PAVTIOUE ccc cccces cooe 40 
Auburn-Cord ..... cscs OO 309 
COPAROM ..ccccs eboeene 16 53 
eee jeadecace TS 1,371 
DMN 54's Ceswaescoene 72 56 
REGIS vcccvccore oe & 103 
EE 5 ..s oa deve sees oo. = 111 
EN sd déses scandens — 37 
Pierce-Arrow ..... osace ae 39 
DT cbdevees Ves aeweade 13 33 
Ee WEE vcentececooene 13 oe 
CT ccs spabadnad bey 11 oa 
EEN kes eecaoec jcne 27 
PEED «nents ceceses 7 45 
ME bh 646 ceaeaeeae 3 14 
Miscellaneous ......... 18 42 


General Motors and the Chrys- 
ler groups each had a loss by com- 
parison with February, 1931. Gen- 
eral Motors declined 25 per cent. 


and the Chrysler forces 18 per cent. *%” 


Total G. M. figures were 1,435, com- 
pared with 1,915 a year ago, while 
the Chrysler group had 427 last 
month, against 521 last year. 


PRICES ON 5 NASH 
LINES ANNOUNCED 


(Continued from Page 1) 


NASH ADVANCED TWIN 
IGNITION EIGHT, 133 W. B. 


5-p sedan, 4-door.........00. $1,595 
EES ee ire ere 1,695 
4-p convertible roadster...... ase 
Ee ee 1,785 
5-p convertible sedan, 4-door ade 


NASH AMBASSADOR TWIN 
IGNITION EIGHT, 142 W. B. 


5-p sedan, 4-door ............ $1,855 
5-p brougham, 4-door........ 1,855 
EE ors iss o're'n 05 0 aakus 1,955 
7-p limousine .......... ee 2,055 





Truck and Bus 
Issue—Mar. 18 


In addition to up-to- 
the-minute specifica- 
tions with prices, the 
issue will contain 
latest registration fig- 
ures by states and 
makes, in addition to 
news and articles of 
interest to every 
truck dealer and fleet 
owner who will re- 
ceive the issue. 

No added charge for 


extra distribution. 
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Production -- Engineering -- Factory |. 


British Motor Official Sees 
U.S. and Europe Swapping} _ 
Ideas on Car Manufacture | 


Managing Director of E. G. Budd’s English Affiliate 
Says Countries Borrow From One Another; 
Believes We Must Consider Power to 
Weight Ratios More Seriously 


There is a distinct trend toward European lines in many 
American motor cars, while the European manufacturers are 
showing just as definite a trend toward many features of 
motor car construction developed in this country, according 
to O. Mueller, managing director of Pressed Steel Company 
of Great Britain, Ltd., who has been in this country since the 


automobile shows. 


Mr. Mueller has spent a large part of his 


time withethe officials of the Edward G. Budd Manufactur- 
ing Company, of which Pressed Steel is the English affili- 


ated company. 

“It is interesting to note the com- 
parison between European and 
American cars,’ Mr. Mueller said. 
“It is equally interesting, however, 
to see how countries on both sides 
of the ocean have borrowed from 
one another. I notice here, for ex- 
ample, how American cars are to- 
day employing the pointed radiator, 
originally a French design. The 
back panel design of today is more 
like English panels and the trend 
toward narrower cowls was prob- 
ably taken from France. 

“On the other hand, European 
manufacturers have taken from 
America such things as window 
regulators, locks, handles and in- 
terior lights. And the all-steel body 
is mounting in popularity abroad. 
The Englishman reveres his car. It 
must look clean and polished at 
all times. It must be quiet and 
smooth running. This demand for 
quietness has helped advance the 
all-steel body.” 

Mr. Mueller formerly served in 
an executive capacity with the Budd 
company before his advancement to 
managing director of that com- 
pany’s British affiliate about five 
years ago. He has been a keen ob- 
server of things automotive in Eu- 
rope and his observations are the 
more interesting because of his fa- 
miliarity with American cars and 
American automobile manufactur- 
ing methods. 

He said that the so-called “sun- 
shine roof’ was very popular in 
England but did not think this type 
of roof would ever make much head- 
way in this country, because it is 
particularly suited to the British 
climate. Approximately 90 per cent. 
of the production of the Pressed 
Steel Company employs this type of 
roof, which is likened to the roll- 
top desk in the manner in which it 
slides. back. It is water-proof and 
noise-proof and is today standard 
equipment on many English Cars. 

“The English motorist has certain 
advantages over his American broth- 
r,” Mr. Mueller pointed out. “Eng- 
land, in my opinion, has the finest 
roads in the world and motoring is 
a decided pleasure there. The 
English automobilist is particular in 
many ways. As a result, British 
manufacturers have provided many 
features which are lacking here. 
For example, practically every car 
abroad has a rear curtain which 
may be controlled from the driver's 
seat. You couldn’t sell a car in 
England without this. Moreover, 
British cars have better headlights 
than we have. The American 
headlight might be termed a forty- 
five-mile-per-hour headlight; the 
British, for comparison’s sake, a 
seventy-mile-per-hour headlight. I 
think our manufacturers could take 
something from the British in this 
particular.” 

Another feature which Mr. Muel- 
ler noticed was the fact that the 


British pay considerably more at-| 


tention to the power to weight ratio 
of their motor cars. Europeans get 
the same results from their cars for 
, less money, because they have a 


high regard for superfluous weight, 
he said. 

“Of course, I realize that Ameri- 
can manufacturers are becoming 
more cognizant of the gossibilities 
in weight saving today. and I believe 











© 


they will eventually get around to 
the point where this subject is given 
serious engineering study and at- 
tention. The British have proved to 
their satisfaction that this is de- 
serving of consideration, and it is 
but a question of time before Ameri- 
can motor car manufacturers do the 
same,” 


DESMOND-STEPHAN 
ADDS NEW VISES 





The Desmond-Stephan Manufac- 
turing Company, Urbana, O., has 
added to its line of grinding wheel 
dressers and cutters a complete line 
of machinists’ and utility vises. This 
line is known as the Simplex, and 
is made in three sizes, each designed 
for a different service. 

The No. 100, with 3-inch jaw, is 
for home use; No. 350, with 3%- 
inch jaw, suited for farmers and 
garages, etc., and the No. 400, with 
4-inch jaws, is best for the garage | 
and light shop assembly work. The 
front and back jaws are unusually 
heavy, and the extra strength, com- 
bined with the steel slide construc- 
tion of this vise, is designed to 
make it practically unbreakable. 
Although reasonably priced, they 
have not been designed to sell on 
the basis of price alone. The aim 
in designing them was to give the 
man at home, the automobile owner, 
the farmer and garageman, a vise 
that would give a life-time of sat- | 
isfactory service; one that would 
serve in as many ways as possible, 
and which would be cheapest in the 
long run, owing to its long life 
qualities and its ability to stand up 
under hard usage. 
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MOLYBDENUM TO BUTTRESS 
CARBIDE TIPS ON | 
CUTTING TOOLS 


A new method of applying carbide 
tips to cutting tools has recently 
been perfected by Ramet Corpora- 
tion of America, North Chicago, IIl., 
and is now being used in many of 
the tantalum carbide tools manu- 
factured by this company and its 
licensees, 

An insert of pure molybdenum 
metal is brazed between the steel 
shank and the tantalum carbide tip. 
Molybdenum having almost the 
same coefficient of expansion as | 
the tantalum carbide alloy known 
as Ramet, the use of molybdenum 
inserts effectively prevents strains 
being set up or cracks developing 
in the cutting tips as tools cool 
after the brazing operation. 

Such strains as may develop be- 
tween the molybdenum insert and 
the steel shank are entirely ab- 





NATIONAL TOOL OFFERS 
GEAR pion GRINDING 





The National Tool Company, 
Cleveland, O., has recently in- 
troduced a new involute helicoid 
grinding machine to use in re- 
sharping flat face or flat top heli- 
cal gear shaper cutters. 

To resharpen cutters of this type, 
the end face must first be ground 
in a circular surface grinding 
machine to get a smooth surface 
in a plane perpendicular to the axis 
of the cutter. After this the in- 


volute helicoid surfaces are re- 
ground in this machine. A cylin- 
drical grinding wheel of small 


diameter is used to do this job. The 
wheel is mounted with the axis in 
a plane tangent to the base of the 
cylinder of the cutter. 

During the operation of resharp- 
ening the cutter rotates around its 
axis and the grinding wheel has a 
movement in the plane at right 
angles to the axis of the cutter. 
In getting the machine ready for a 
job the grinding wheel axis is 
positioned above the cutter axis an 
amount corresponding to the radius 
of the base circle. The correct 
position is determined by a scale 
and vernier. The grinding wheel 
is then swiveled to correspond ‘with 
the helix angle of the cutter, a 
reading being taken from the base 
and vernier. 

A motor on the grinding wheel 
drives the wheel spindle. There is 
a switch for reversing the rotation 
of the motor. A snap switch stops 
and starts the motor. 

A different rack wedge (used for 
reciprocating the 
Slide) is required for each base 
circle diameter. This wedge can 
be inserted in the machine and re- 
moved without the use of tools. 
The heading illustration shows the 
rack wedge in its highest position. 
The index-plate seen in the same 
illustration is detachable. It must 
either have the same number of 
notches as there are teeth in the 
cutter or else the number of notches 
must be a multiple of the number 
of teeth in the cutter. 


BEACON PUTS OUT NEW 
MOLDED FENDER FLAPS 


The Beacon Manufacturing and 
Distributing Corporation, Cleveland, 
is putting out a new fender flap 
in a molded pattern at a list of 75 
cents. This company also has rub- 
ber flaps, equipped with rust-proof 
clamps for attachment to the fender, 
at 50 cents a pair. 


NEW ROYAL BATTERY PLANT 
GETS INTO PRODUCTION 
New Brunwicks, N. J., March 7.— 
Production is under way at the new 
factory of the Royal Battery Corpo- 
ration, according to Al Foster, pres- 
ident. The factory makes batteries 
of two sizes, the Royal Du-all for 
heavy duty automobiles and the 
Banner for Fords and Chevrolets. 





sorbed by the molybdenum, due to 
its great ductility, 

Molybdenum inserts are especially 
desirable in tools where the carbide 
tips are long, thin or 


shape, or where unusually severe | 
conditions of operation are ex- 
pected. 


In small tools the tantalum car- 
bide tip is now often mounted on 
a shank of solid molybdenum. 


work-spindle | 


of unusual! 
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Mathews Transfers Adapted 
To Use on Cut-Off Stands 


ea 
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BAR §TAND fitted with Mathews ball transfer set up at a cutoff 
machine 


The Mathews Conveyor Company, 
Ellwood City,*Pa., has adapted its 


ball transfer unit, which was de- | 
scribed some time ago in Automotive | 


Daily News, for use on stands in 
cut-off operations. 

Stands can be had in several dif- 
ferent designs. In one of these a 
pipe leg is set in a heavy ba%e with 
ball transfers mounted on top and 
set at an angle to fit the size of the 
stock used. Another layout is by 
structural angle members welded 
together for. mounting the ball 
transfers at the desired angles. Still 


another way of handling the in- | 
| available for this service, the 202 for 


stallation is to use separate pipe 
standards, bent at the top to carry 
the ball transfers at proper angles. 
It is also possible to weld two ball 
transfers onto a piece of structural 


steel and place a vertical member | inches to eight. 









(ese fen 
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METHOD of set-up for Mathews 
ball transfers for cutoff operations 


underneath the side of the angle. 
This sets the ball transfers at a 
ninety degree angle. 

Two types of ball transfers are 


medium sized rounds or tubing 


| ranging from one to three inches in 


outside diameter. The 500 is for 
heavier stock ranging from three 


A.S. T. M. Opens Meeting 
In Cleveland--Many Papers 





Cleveland, March 7.—Several hun- 
dred engineers, scientists, research 
and testing experts will assemble at 


the Hotel Cleveland Wednesday for | 


a regional meeting of the American 
Society for Testing Materials. The 
program will be devoted to a dis- 
cussion of rubber. 

Committee meetings of the Na- 
tional Society started today and will 
continue until Friday. 

The meetings Wednesday will be 
open to interested engineers and 
technical men and the program will 
be devoted to the subject of “Rub- 
ber.” Prof. 
University of Akron will preside at 
the morning session, and Dr. F. O. 
Clements, technical director of Gen- 
eral Motors Corporation Research 
Laboratories and president of the 
American Society for Testing Ma- 
terials, will preside in the afternoon. 

Dr. 


Zeppelin Corporation, 


“Lighter-than-Air Ships” at the din- | 
ner at 6.30 o’clock Wednesday night. | 


} Dr. Clements will also give a short 
| talk. The toastmaster at the dinner 





will be H. A. Schwartz, manager of 
research, National Malleable & Steel 
Castings Company of Cleveland. 
.The morning session will be de- 
voted to a discussion of the “Manu- 
facture of Rubber Products.” 
Papers to be presented are as fol- 


| lows: 


“The Extent and Diversity of the 
Rubber Industry,” 
manager of testing laboratories, the 
B. F. Goodrich Company. 

“Crude and Reclaimed Rubber,” 
R. H. Gerke, development depart- 
ment, United States Rubber Com- 
pany. 

“Vulcanization,” 
director of chemical 


N. A. Shepard, 
research, the 


iF irestone Tire and Rubber Company. 


“Compounding—A Discussion of 
| the Fillers, Reinforcing Agents and: 


H. E. Simmons of the! 


Karl Arnstein, vice-president | 
| in charge of engineering, Goodyear- | 
will speak on | 


A. W. Carpenter, | 


| 
| 





ment department of the Goodyear 
Tire and Rubber Company. 

“Srtuctures of Rubber in Come 
bination With Textiles and Other 
Materials,” C. H. Zieme, technical 
superintendent of the Republic Rub- 
ber Company. 

The general theme for the after- 
noon session will be “Properties ef 
Rubber as an Engineering Material,” 
with papers as follows: 

“The Flexing of Rubber Products,” 
E. G. Kimmich, delevopment departe- 
ment of the Goodyear Tire and Rube 
ber Company. 

“The Use of Rubber for Absorption 
of Shock and Vibration,” R. K, Lee, 
director of research of the Chrysler 
Corporation. 

“Some Factors in the Deterioration 
of Rubber When Exposed to Frice- 
tional Relations With Other Mae 
terials,” V. A. Cosler, technical sue 
perintendent of the Hewitt Gutta- 
Percha Rubber Corporation. 

“The Chemical Resistance of Rub- 
ber as an Engineering Material,” H 
E. Fritz and J. R. Hoover, chemical 
seles division of the B. F. Goodrich 
Company. 

“Resistance 
and Gases,” R. H. Gerke, 
ment department of the 
States Rubber Company, 

“Electrical Characteristics of Rub- 
ber Insulation,” E. W. Davis and G, 
J. Crowdes, electirical engineeers of 
the Simplex Wire and Cable Com- 
pany. 

“Rubber as an Adhesive in Tape, 
Cements, Frictions and Metal Bond- 
ing,’ J. J. Allen and J. E, Beyer, 
mechanical goods division of the 
Firestone Tire and Rubber Company, 


of Rubber to Water 
develop~ 


United 


BAY STATE INSPECTION 
POSTPONED TO MAY 1 
Springfield, Mass., March 7.—The 
Registry of Motor Vehicles has 
granted an extension of two months, 


Softeners Used in the Compounding} until May 1, for annual inspection 
of Rubber.” R. H. Seeds. develop-! of automobile safety eauinpment. 
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MAJOR SPECIFICATIONS AND MECHANICAL DETAILS — 











FORD DELAY HOLDS 
UP IMPROVEMENT 



















































i — Be kb th t 
IN STEEL MILLS 3 53 sEle $ si |4| 2 : ; 
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buying of tubular goods.  Purther | soiurn 8-100 | — | 127-136 |Lyc | Dole |L |8j)3 x4% | 2686 | 5.26 | 288 | 98@3400 |*Alum |5|Pur No|Str No 
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Hudson Greater 8 | —— {119-126-132 |fOwn | —-——s«[ LL} 8] 3 x4 [2541 | 5.80 | 288 | 101@3600 | Alum |5|No Ste | Mar AC 
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Hupmobile 222 } 3580 | 122 | Own | Bish-Bab ‘L | 8 | 2}4x454 | 250.7] 5.40 | 27.61 | 93@3200 | Alum |5/ Pur Ste | Str AC 
OF SALES CLINICS) tupmobite 226 | 3755 | 126 | Own | Bish-Bab | L_! 8 | 3r4x4% | 279.9 | 5.47 | 30.10 | 103@3200 | Alum |5/| Pur Ste| Str AC 
La Salle 345 B | —— | 130-136 | Own | Har [L | 8 | 3%x4}8 | 353.0 | 5.38] 364 | 115@3000 |CI [3] AC AC|Own AC 
: Lincoln V-8 5430 | 136 | Own Yes L | 8! 3x5 384.0 | 5.23 | 39.2 | 125 Alum |5|No AC | Str AC 
(Coots Gem: Sg 2 Lincoln V-12 | 5150 | a |oen | Yes L 12 | 34% | 4480 | 5.25 | 50.7 07 | 150@3400 | Alum |7|No AC | str Ac 
ant sales manager, and David Os- | Marmon 8 | 3500 | 125 | Own | Yes | L | 8 | 3%4x4% | 3152) 550, | 33.8 | 125@3400 7 Aldm | 5 | Flo = |= — 
borne, sales training director. Marmon 16 | 5360 | 145 | Own Pines 1O {16 | 3%x4 | 490.8 | 6.00 | 62.5 | 200@3400 | Alum | 5 | 7 AC | Str Ac 
“Fully recognizing the importance | Nash Big Six _—*|-3200 | 116 | Own | Bish-Bab  (L | 6 | 3%%4x4% | S13 | 810] 24 ~ 70@3000 |*Alum |7| Pur AC|Str AC 
of sales management, Studebaker is | Nasly Stand. Eight | 3400 | 121 | Own Bish-Bab L |8|]3 x4% | 2474] 5.10 | 288 | 85@3200 |*Alum |9| Pur AC | Str AC 
centering its efforts on the sales| Nash Spec. Eight | 3870 | 128 | Own | Bish-Bab ,O | 8 | 3%x4% | 260.8 | 5.25 | 31.2 | 100@3400 |*Alum |9/| Pur AC/|Str AC 
manager, in addition to training the | Nash Adv. Eight | 4350 | 133 | Own Bish-Bab |O | 8| ae | 322.0 | 5.25 | 36.4 | 125@3600 |*Alum |9/{ Pur AC | Str AC 
a erate to es ee Nash Ambas. Eight | —— 142 | Own Bish-Bab [| O 8 | 3%x4% | 322.0 | 5.25 | 364 | | 125@3600 |*Alum | 9 | Pur AC | St AC 
ner. “ a salesman hasn’ e rig Oldsmobile F-22 | 3035 | ~ 184141 Qwn |) a ee 1 5 D EGn ona” | ic 7 oe Cc 
kind of leadership or inspiration, or | Oldemohile Lise. 3108 | ae | a a [2133 | 580/263 | 74@3200/ CI | 4| AC AC Sir AG 
Old: yh 2165 | 11614 _No || |8|3 x4% | 2403 | 590 | 288 | 87@3350; CI |5|AC AC/|Str_ Ac 
is not properly trained by the sales Packard Twin ¢ ZirT The |S ss ae ao : anitamataen — AG 
manager, he can't be expected to | Packard Twin Six | 5225 | -147 | Own ; Yes ;L |t2 | 3y%x3%% | 390.0 | 6.00 | 50.6 | 150@3600 |*Alum |4j|No yes | Own 
produce properly. His success or |P2¢kard Stan.8 | 4570 | 130-137 | Own | Yes iL |8| Siex5 | 320.0-; 6.00 | 32.5 | 110@3200 Alum |9| Yes Yes; Own AC 
failure lies at the door of manage-| Packard De L.8 | 5045 | 142-147 | Own-’| Yes {}L |8| 3% | 384.8 | 6.00 | 39.2 | 135@3200 *Alum |9| Yes Yes} Own AC 
ment in no small measure. | Packard Light 8 | 4115 | __127% | Own Yes {L 18 | 3x3 | 3200 | 600 | 32.50 | 110@3200 |*Alum | 9 | Yes Yes | Own AC 
“If automobile salesmen were | Peerless De L. Mas.| 4521 | 125 |Con | Bish-Bab |L | 8 | 3%x4%4 | 322 | 5.00 | 3645 | 115@3200 |"Alum |5| Pur AC |Sch AC 
more self-propelling than other | Peerless Custom 8 | 4766 | 138 | Con | Bish- -Bab 1L | 8 | 3%x4% | 322 | 5.00 | 36. = 120@3200 |*Alum |5| Pur AC! Sch AC 
salesmen, they might not need in- | Pierce-Arrow 54 ——j| 137-142 |; Own | Pines {L |8| oa | 366 | 5.05 | 39.2 | 125@3000 |*Alum |9j| Pur Ste | Str AC 
telligent direction and there would | Pierce-Arrow 52 — | 142-147 {| Own | Pines L 12 | 3% | 429 | 5.05 | 46 | 150@3200 i*Alum |7| Pur Ste | Str AC 
be no need for sales managers. | Pierce-Arrow 53 | —— | 137-142 | Own | Pines L {12 | 3% x4 | 398 | 5.05 | 50.7 | 140@3200 |*Alum |7| Pur Ste | Str AC 
But automobile salesmen are no dif-| Plymouth _ | 2690 | 109 | Own | —— |L| 4 | 3%x4% | 196.1 | 490 | 21.03 | 56@2800 ("Alum |3|— AC | Car _ Yes 
o 7 = Pontiac 6 [— | 114. | Own | —— |L | 6 | 3y4x3% | 200.0 | 5.10 | 263 | 65@3200;CI |3|— AC| Mar Yes 
Gisee tn an os to tenis Pontiac V-8 |—| 7 | Own | — __| H_! 8} 3yex3% | 251.0 | 5.20 | 378 | 85@3200|cl |3|— AC|Mar Yes 
leadership and make it pay.” Reo Royale 8-35 | 4650 | 135 | Own | Pines |}L | 8] 3%x5 | 358 | 5.30 | 36.48 | 125@3300 | Alum |9| Han AC | Sch Own 
These clinics are being held in| Ree Royale 8-31 | 4375 | 131 | Own | Pines }L |8 | 3%x5 | 358 | 5.30 | 36.48 | 125@3300 | Alum |9/|Han AC/|Sch Own 
Philadelphia, New York, Boston, Al- | Ree 8-21 | 3610 | 121 | Own Yes L |8|3 x4% | 2686 | 5.37 | 288 | 90@3300 j*Alum |5/Han —/|Sch Un 
* bany, Buffalo, Los Angeles, San | Bo 6-21 | 3525 | 121 | Own Yes L |6|[3%x5 | 2683) 5.30 | 27.3 | 85@3200 | Alum | 7 | Han —|Sch Un 
Francisco, Portland, Detroit, Cin- | R€® Fly. Cloud 6-25 | 3950 | 125 | Own | Yes }L |6| 3%x5 | 268.3 | 5.30 | 27.34 | 85@3200 | Alum HE ae -- Un 
cinnati, St. Louis, Indianapolis, | Ree 8-25_____| 4050 | 125_| Own Yes |L_ | 8/3 _ x4% | 268.6 | 5.37 | 288 | 90@3300 |*Alum |5| Han VS/Sch_ Un 
South Bend, Chicago, St. Paul, Den- | Rockne 6-65 ;—— | 110 | Own |; Dole | L | 6 | 3%x4% | 189.8 | 5.20 | 234 | 65@3200|CI | 4{|— Ste | Str No 
ver, Omaha, Louisville, Dallas, New| Beckme 6-75 | —— | 114 | Own | Dole |L_ | 6 | 3%x4% | 205.3 | 5.10} 254 | 72@3200|cr |4|— AC | Str No 
Orleans, Birmingham, Atlanta, | Studebaker 6-55 | 3150 | 117 | Own Dole L | 6 | 3%x456 | 230.0 | 5.00 | 254 | 80@3200 | CI | 4 | No Ste | Str,. No 
Washington and Harrisburg, Pa. Studebaker Dict, 62 | 3240 | 117 | Own Dole L | 8 | 3yex3% | 221.0 | 5.00 | 300 | 85@3200 | CI |9| Pur Ste | Str AC 
Serena Studebaker Com. 71| 3545 | 125 | Own | Dole {L | 8] 31'6X4%4 | 250.4 | 5.15 | 30.0 | 101@3200 |*Alum | 9 | Pur Str AC 
STUDER AKER EXPORTS Studebaker Pres. 91) 4260 | 135 | Own | Dole _|L_| 8 | 3%x4% | 337.0 | 5.10 | 39.2 ! 122@3200 |*Alum |9j| Han Ste | Str AM: 
Stutz LAA 4383 127%| Own | — O | 6 | 3%x4% | 2415 | 550) 273 85@3150 “Alum |7| Pur AC | Zen On 
UP Stutz SV-16 4885 | 1344-145 7 Own | — Oo 8 | Seatis | 322 | 5.50 36.4 | | 113@3300 alum 9 Pur AC Zen AM 
28% IN FEBRUARY Stutz DV 32 | 5281 | 134%-145 | Own | Bish-Bab | O | 8 | #%x4%4 | 322 | 5.10 | 364 | 156@3900 |*Alum |9j| Pur Ste | Sch AC 
enqunmennsree Willys-Ov’land 6-90 | 2824 | 113 [Own | — |L | 6 | 3%4x3% | 193.0 | 526 | 2535 | 65@3400 | CI | 4 | No AC | Til TH . 
(Continnea trom Face) |Waeecage|— (it Sm | TE LG sie, | 2g) ae | Meme ct, sie Mel ae 
y wn | — Bx4%, | . . ur 
Studebaker Pierce-Arrow Export | Willys-Knight 95 | — \ 113 | Own | — |; K | 6 | 2$§x4% | 177.9 | 5.55 | 20.70 | 60@3400 i*alum i7| Pur AC|Ti Yes 
Corporation. 
The February record does not in- each function of the distributing | co-operation, the automobile in- 





clude shipments of the new Rockne 
“65,” low-priced car sponsored and 
guaranteed by Studebaker, which 
went into production late in the 
month. A large number of orders 
for Rockne “65” models were carried 
over for shipment during March. 

The new three-ton truck Stude- 
baker has added to its line of 1% 
and 2-ton chassis also went into 
production late in February and 
shipment of only a few orders for 
these units was made during the 
month. 


DOMINION MOTORS 
INTERESTED IN DE VAUX 


(Continued from Page 1) 


settled yet, there was a possibility 
that the firm would manufacture 
the DeVaux car here exclusively for 
export, so as to take advantage of 
the British preferential tariff. De- 
Vaux will not be manufactured for 
domestic sale, Dominion Motors of- 


| inventories, 
































Banker Lauds Automotive 
Industry’s Fight for Trade 





(Continued from Page 2) 


miliarity with the physical setup of 
the dealer’s business, his organiza- 
tion, and the kind and type of car 
that he sells—in addition to his 
financial situation—would give him 
a truly comprehensive knowledge of 
the dealer’s business, its objections 
and possibilities. This close relation- 
ship would be bound to Scalia | 
mutual confidence and build credit 
for those deserving it. 

“*The banker realizes that, from 
an operating standpoint, the stead- 
fast policy of the industry, in the 
face of the precipitous decline in all 


|} business activity, has been to con- 


trol production strictly on the basis 
of current demand; to keep dealers’ 
of both new and used 
cars, to a minimum, in order to 
lighten the strain on the distribut- 





ficials stated. The company will 
begin manufacture of the Reo line 
shortly in its Leaside (Toronto) 
plant, 


ing end of the industry; te insure 
financial preparedness for any pos- 
sible emergency, by liquidating fac- 


| 


| 


ly, increasing the industry’s large 
cash balances, and, what is most 
important, to cut operating costs to 
the lowest point in the history of 
the industry. 

“*At the end of two years’ contin- 
uous business depression, attended 
| by every conceivable kind of politi- 
cal complication, the industry stands 
today with its earning power sub- 
stantially curtailed, but with its po- 
tential earning power tremendously 
increased since the hurricane struck 
in the fall of 1929. By reason of the 
operating economies which have 
been effected during the last two 
years, with inventories at a mini- 
mum, and huge reserves of cash 
even a moderate improvement in 
general business will yield astonish- 
ing profits, as contrasted with the 
meager pickings of the last two sell- 
ing seasons. 


“*The automobile industry is 


tory inventories and, corresponding: | breaking down into its elements 














phase, just as, in years gone by, they 
broke down into its elements each 


operation of the production phase. 
And they can reasonably expect 
equally significant gains in effi- 
ciency. Establishment of standards 
of comparison will point the way to 
the elimination of weak spot and the 
intensification of favorable factors. 
It has been a slow, tedious and per- 
haps expensive process, but not 
more so than has been necessary, 
and profitable, in developing pro- 
duction efficiency to the high de- 
gree existing today. 

“‘But there is another factor— 
outside the industry which must be 
taken into account; namely, the 
attitude of the local banker toward 
the local automobile dealer. Here, 
again, the automobile industry has 
the courage to face the fact that 
it is at least partly responsible for 
whatever lack of banker confidence 
may exist. It recogrrizes that the 
banker is always thinking in terms 
of the future. The banker is more 
interested in the quality of future 
balance sheets and profit and loss 
statements than he is in past per- 
formances. And so, to obtain and 
deserve this banker confidence and 




















dustry is embarking on a program 
of self-analysis with a view to de- 
termining probable results to be ex- 
pected from sound marketing 


policies and methods. 


“‘The ultimate objective is to 


make the local automobile dealer a’ 


good credit risk in the eyes of his 
local banker. By that I do not mean 
that he is to go to the banker only 
when he needs financial relief, but 
to become a permanent client of his 
bank to their mutual continuous 
profit. Standardized accounting 
will not merely deal with the past, 
but will b> utilized to point the road 
to greater financial] stability, and its 
corollary—better credit standing. 

“ ‘Sales forecasts will be based not 
on “hunches,” but on all available 
data. Orders wil] be reviewed at 
headquarters in the light of current 
or coming economic conditions, and 
toned down or stepped up to con- 
form to the potential of the terri- 
tory concerned. The suction effect 
of consumer demand, and not the 
pressure feed of factory production, 
will be the motivating force in the 
channels of distribution. Budgetary 
“control” will adjust production to 
sales, and net profits to both.’” 
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OF PRESENT AMERICAN PASSENGER CAR MODELS 






































































































































Weight — §Austin standard 2 passenger 
coupe. Stutz DV 145-inch wheel base 
weighs 5,352. 


Wheel Base—*Over ali iength of chassis 
instead of wheel base, which manufac- 
turers refuse to give. 


Engine Make—Con. Continental: 
coming, Hall, De Vaux-Hall Motors Corp 
*Air-cooled with spot temperature con- 
trol. *Thermo syphon water circulation. 

Thermostat—Bish-Bab, Bishop & Babcock. 
Dole, Dole Valve Co., Chicago, Ill.; Ful, 
Fulton Co.; Har, Harrison; Pines, Pines 
Winterfront Var, various makes. 

Valve A1rangement.—L, L head; 4H, hori- 
zontal O, overhead; K. sleeve valve; 
LV. V-type L head. 

Piston Material—*Alum. 
invar struts. Alum, aluminum alloy; Cl. 
cast tron; S. St semi-steel. 

Oil Purifier—Wal, Wall; Han, Handy; AC, 
AC Spark Plug Company; Ste, Stewart- 
Warner; Ski, Skinner; Flo, Floato; Cuno, 
Cuno Engineering Corp; Pur, Purolator 
*Using both Floato and Skinner. 
+Using AC witb Floato attachment. 
**Using both AC and Purolator. 

Fuel Cleaner—AC, AC Spark Plug Co.; Gas, 


Lyc. Ly- 


aluminum with 


Gascoliator; Ste, Stewart-Warner; Tu. 
Tillotson: V-S. Van Sicklen 
Carburetor—Sch, Wheeler Schebler; Zen, 


Zenith; Mar, Marvel; Car, Carter; Str. 

Strombera; DL, Detroit Lubricator; Til. 
Tillotson; B&B, Borg & Beck. 

Air Cleaner—AC, AC Spare Plug Com- 
pany; AM, Air Maze; Un, United; Til. 
Tillotson 


Front En¢ Drive—Link. Link Belt; Tex, 


Texolite; Cel, Celeron; Diam, Diamond 
Chain; Morse, Morse Chain Company: 
Var, various makes of chains; Var-G 


various makes of gears. 


Ignition, Generator and Starter—Aut-L. 
Auto-Lite; Del-R, Delco-Remy; Dyn, 
Owen-Dyneto : E, North East. 


Corp.; N 
*Nash.—Indicates twin ignition. 
*Bendic starter used. 8—Startix equipped. 


Long Clutch Company; Rus, Russell 
Mfg. Co. *Bendix Clutch Control, 

Transmission Make—D, Detroit Gear; WG. 
Warner Gear Company; M, Muncie Gear 
Company; O, Own; N, New Process Gear 
Corp.: W. Warner Corp 
*Pranklin Transcontinent models are 
equipped with both Warner and Detroit 
3 or 4 speed gear sets, according to body 
type. 

(fransmission Type—DG, Detroit Gear & 
Machine Co.; Las. The LGS Corp.; F. 
Free Wheeling; SM. Synchro Mesh; BW 
Borg-Warner; NP—New Process Gear 
Corp.; WG, Warner Gear Co. 

Universals— U, Detroit Universal Products; 
8S. Spicer Mfg. Corp.; O, Own, M, Me- 
chanics Universal Joint Company. 

*Cord using Detroit Universal Products 
and Mechanical Universa) Joint Co. 


Rear Ax'e—Col. Columbia; Sal, Salisbury; 
Spte. Spicer Mfg. Corp.; Tim, Timken: 
.P., New Process Gear Corp.; %, Semi- 
floating; &, & floating; F, Full floating: 
tAdams used on custom models. 

Ratio—*Dual ratio optional; Hudson 132- 
in. wheel base models have rear axle 
ratio of 5.10. 

Brakes—H, hydraulic; M, 
Bendix, Bendix Brake Corp. 
with Vacuum Booster 

Steering Gear—Gem, Gemmer; Ross, Ross 
Gear and Tool Company; Sag, Saginaw. 
Ssy-B Seylor-Beall Manufacturing Com- 
pany: War, Warner: N.P.. New Process 
Gear Corp. tRoss used on custom models. 

Rear Springs — 8, semi-elliptic; El, full 
elliptic; Cant, semi-cantilever; S-Tr. 
semi-transverse. 

Spring Shackles—Tryon, Willys-Morrow 
Company; Rub B, Rubber Shock Insu- 
lator Company; Faf, Fafnir Bearing 
Company; , Eaton Products, Inc.; 
Inlox—Iniand Mfg. Co.; *Tryon,’ front, 
ERS, rear, *Own, front, ERS, rear. 


mechanical; 
“Equipped 


Corp.; Far, Farval. Myers—Chassis 
Lubricating Co. 

Tires—Auburn 12, custom models equipped 
with 17x6.50. 
*Hudson 132-in. wheel 
equipped with tires 17x6.50. 
inch wheelbase models have 
tires 


L. A. MILLER URGES 
BANKERS TO SHOW 
MORE LIBERALITY 


(Continued from Page 1) 


base models 
Stutz 145- 
20x7.00 





the American dollar, expressed in 
security prices, is greater than it 
has been in a generation. I repre- 
sents a great opportunity for invest- 
ment and other purchases. 

“Banks and other financial insti- 
tutions have been strengthened and 
hoarded money is flowing back into 
the channels of trade. All we need 
now is confidence and the same 
liberal attitude on the part of 
bankers toward industry and com- 
mercial enterprises as the gov- 
ernment has had toward the banks. 
Bankers must see their responsi- 
bility and meet it, or we shall re- 
quire further legislation, 
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wa — wo = ~ 9 no wm fe nn 
Auburn 8-100 | Chain Del-R | Del-R-S Long | D | 3 | SM-LGS-F | U | Col | *4.70 | M Ross | S 5634 | Own Bijur | 17x6.00 
Auburn 12-160 | uink Del-R |*Del-R-S Long | D | 3 | SM-LGS-F | M| Col '% | *4.55 | Bendix Ross | S 56% | Own | Bijur |*17x6.00 
Austin | Gear  Aut-L |*Aut-L Rock | WG/ 3 | — |S}Sal % | 525|M  Say-B | Cant | Own | Al-Z | 18x3.75 
Buick 32-50 | Tex Del-R | Del-R *Own;| O |3|SM-BW-F |O |} Own % | 4.60 | Own Sag|S56 | Tryon | Al-Z | 18x5.50 
Buick 32-60 | Tex Del-R ' Del-R *Own! O |3 | SM-BW-F | O | Own % | 454 | Own Sag |S 55% | Own | Al-Z | 18x6.00 
Buick 32-80 | Tex Del-R | Del-R *Own;| O | 3 | SM-BW-F {0O | Own % | 4.27 | Own Sag |S 58% | Own | Al-Z 18x7.00 
Buick 32-90 — a __| Tex _Del-R- _Del-R *Own O | 3 | SM-BW-F |O | Own % | 4.27 | Own Sag | 8S 58% | Own | Al-Z 18x7.00 
Cadillac 355 B | Morse Del-R | Del-R Own | O1|3|SM-F |S Own % | 460 |OwnM Sag|S858 | Own | Alem | 17x7.00 
Cadillac 370 B | Morse Del-R | Del-R Own | O | 3 |SM-F {S| Own % | 480 Own M Sag{|S 58 | Own | Alem | 17x7.50 
Cadillac 452 B | Morse Del-R | Del-R Own : O |3 |! SM-F {S|Own % | 464! Own Sag |S 60 | Own | Alem | 18x7.50 
Chevrolet === |— _ Del-R |*Del-R_ Own | |3|SM-F [| —| Own % | — | — Sag | S54 |— | Alem | 18x5.25 
Chrysler 6 | Chain Del-R | Del-R *— |O |3|—PF |—| Own % | 460|H Own | S 53% |—— | Alem | 18x5.50 
Chrysler 8 | Chain Del-R ; Del-R *“-| O|4|—PF |—| Own % | 430/|H Gem | S 54% |—— | Alem | 17x6.50 
Chrysler Imp. 8 | Chain Del-R | Del-R *—-|/O|4|—F —|{Own % | 410|H Gem | S 57% | — | Al-Z | 17x7.00 
Chrysler Imp.$Cus,| Chain Del-R | Del-R -~|/O|,}4|/—F — {| Own % 410 |H Gem | S 57% | — | Al-Z | 17x7.50 
Cord (Fr. Wh, Dr.) | Link Del-R |*Del-R_ Long | D |3{/——  —__—*«(| *| Col F | 480/|H Gem |S 62 | Own | Bijur_| 18x7.00 
De Soto Six | Chain Del-R | Del-R *Own|O | 3|—PF |S|Own % | 462 |H Own | S 53% |—— | Alem | 18x5.25 
De Vaux 6-80 | Morse Aut-L |*Aut-L Borg| W | 3 : — +|JSTAD % [| 440/M tW | S 54% | Tryon | Al-Z | 19x5.25 
Dodge Six | Chain Del-R | — *“—|O |3|—PF }—| Own % | 460|H Own | 8 54% | — | Al-Z | 18x550 
Dodge Eight | Chain Del-R | Del-R *-~|/0 |3|—F |}— Own % | 410 /H Gem |S 55 |—— |Al-Z | 18x6.00 
Essex Gr. Su. 6 | Morse Aut-L *Aut-L-S Own | O | 3 | SM-WG-F |S | Own % | 463 | Bendix Gem |S 54% | Own | Alem | 18x5.25 
Ford A | Var Own |*Own Own | O | 3 | — |S |Own % | 3.7|M Gem | STr39{ Own | Al-Z_| 19x4.75 
Franklin Airman | Chain Del-R *Del-R-S — |W |3|SM-BW-F |M|— % | 473 |H Gem | El 42 | —— | Al-Z | 19x6.50 
Franklin V-12 | Chain Del-R |*Del-R-S Long | W | - | SM-BW-F | M| Col | 445 | H _ Ross | 8 —— | — | Al-Z _| 17x7.50 
Graham 6 |Link Del-R | Del-R Long | WG|3|WG-F ;U|Sal % | 445 /|H - Ross|S54 | ERS | Al-Z | 17x5.50 
Graham, Bl.-Str. | Link Del-R | Del-R_ Long | WG/3| SM-WG-F |S | Sal % | 430/H Ross | S54 | ERS | Al-Z | 17x6.00 
Hudson Greater 8 | Morse Aut-L *Aut-L-S Own | O | 3 | SM-WG-F |S | Own % | 14.63 | Bendix Gem |S 54% | Own | Alem _|*17x6.00 
Hupmobile 216 | Chain Aut-L |*Aut-L-S Borg |WG|3|SM-WG-F |M|Spic 4% | 454 M Ross $53 | Tryon | Al-Z | 18x5.50 
Hupmobile 222 | Morse Aut-L |*Aut-L-S Borg | WG|3|SM-WG-F |U|Own % | 436 M Gem | S 57% | ——_—s'|| Al-Z | 17x6.00 
Hupmobile 226 | More Aut-L |*Aut-L-S Long | D | 3 | SM-DG-F_ | U|Own % | 436 M Gem | S 5714 | —— | Al-Z | 17x6.50 
La Salle 345 B | Morse Del-R | Del-R Own, O | 3 | SM-F |S; Own % | 460° Own M Sag|S58 | Own — Alem | 17x7.00 
Lincoln V-8 | Chain Aut-L [ Aut-L  Long| O | 3 | SM-F |S] Own F | 458 |*Bendix Own |S 62 | Own | Alem | 18x7.00 
Lincoln V-12 | Chain Aut-L | Aut-L_Long| O | 3 | SM-F |S | Own F | 458 |*Bendix Own |S 62 | Own | Alem | 18x7.50 
Marmon 8 | Diam - Del-R | Del-R _— | —1]3 | SM |S Spic % | 408] Bendix Ross|S57 |—— | Alem | 18x6.00 
Marmon 16 — | Diam Del-R | Del-R_*Rus | M | 3 | SM |S Spic % | 3.78 | Bendix Ross /S 59% |—~— | Alem | 18x7.00 
Nash Big Six Chain Aut-L | Aut-L-S Borg O |3|SM-DG-F |O| Own % | 4.70|M Ross |S 54 | ERS | Alem | 18x5.25 
Nash Stand. Eight| Chain Aut-L | Aut-L-S Borg! O |3 | SM-DG-F |0O| Own % 445 | M Ross | S 54 ERS | Alem | 18x5.50 
Nash Spec. Eight Chain *Aut-L | Aut-L-S Borg! O | 3|SM-DG-F |O]| Own % 443 Bendix Gem ! S 55% ° | Bijur | 17x6.50 
_ Nash Adv. Eight | Chain *Aut-L | Aut-L-S Borg | O | 3 |SM-DG-F |O/]| Own % | 4.50 | Bendix Gem | S 57% | Bijur | 18x7.00 
Nash Ambas. Eight Chain *Aut-L | Aut-L-S Borg | O |3|SM-DG-F |O/}! Own % | 450 / Bendix Gem | S 57% ° | Bijur | 18x7.00 
Oldsmobile F-32 | Chain Del-R | Del-R Borg | M|3|SM-BW-F |S/|Own % | 456 | Bendix Sag S 54% | Tryon | Al-Z | 17x6.00 
Oldsmobile L-32 | Chain _Del-R Del-R Borg | M!|3/}SM-BW-F |S|Own % | 4.77 | Bendix Sag S 54% | Tryon | Al-Z | 17x6.00 
Packard Twin Six Morse —'— “Long|O1|3|SM |— Own % |— IM Own S 60% |Own | —— | 19x7.00 
Packard Stan. 8 | Morse NE | Dyn Long | O | 4|SM |M Own % | 466 |M Own |S 60% | Own’ | Bijur | 6.50x19 
Packard De L. 8 | Morse NE | Dyn Long | O | 4|SM |M Own % | 466 |M Own | S 60% | Owr | Bijur | 7.00x19 
Packard Light 8 | Morse NE |*Dyn *Long | O |3|SM |M; Own % | 466 |M Own |S 56 | Own | Alem | 17x6.50 
Peerless De L. Mas. | Morse Aut-L |*Aut-L Rock |WG| 3 | WG-F | S| Sal 4 | 445 | Bendix Ross |S 60 | Rub B | Alem | 31x6.00 
Peerless Custom 8 | Morse Aut-L |*Aut-L Rock | WG| 3 | WG-F S | Sal Yo _| 4.80 | Bendix Ross | S 60 | Rub B | Alem | 31x6.50 
Pierce-Arrow 54 | Chain Del-R |*Del-R-S Long | O | 3 | SM-F S | Own 4 442 | Bendix Ross |S 61 | Faf | Myers | 18x6.50 
Pierce-Arrow 52 | Chain Del-R |*Del-R-S Long ! O | 3 | SM-F S | Own 14 442 | Bendix Ross /|S 61 | Faf Myers | 18x7.00 
Pierce-Arrow 53 | Chain Del-R |*Del-R-S Long | O | 3 | SM-F S| Own % | 4.58 | Bendix Ross !S 61 | Faf Myers 18x7.00 
Plymouth | Var Del-R | Del-R_ Own | O | 3 | BW-F |O]|Own % | 433 /H War | S 53% | Tryon | Al-Z | 19x4.75 
Pontiac 6 | Chain Del-R | Del-R — | — |—| SM-BW-F —| Own % | 4.55 | Bendix Sag |S 54 Inlox | — | 18x5.25 
Pontiac v-8 a | Link _Del-R Del-R —|— |—! SM-BW-F —|Own % | 4.22 | Bendix Sag | Ss 5412 _ {— | 17x6.00 
Reo Royale 8-35 | Morse Del-R ! Del-R Long | O |3|SM |}U | Own % | 407 |H Ross | S 5742 | Own | Far 6.50x18 
Reo Royale 8-31 | Morse Del-R | Del-R Long | O |3]|SM U|Own % | 407|H Ross | S 5712 | Own Al-Z 6.50x18 
Reo 8-21 Link Del-R | Del-R_ Long | O | 3 | SM U | Own 4% | 442/H Ross | S 55% | Tryon | Al-Z 17x6.00 
Reo 6-21 Morse Del-R | Del-R_ Long 'o|3 | SM U | Own % | 407|H Ross | S 55% | Tryon | Al-Z | 17x6.00 
Reo Fly. Cloud 6-25| Morse Del-R |*Del-R Long | O |3/| SM U | Own % 442 | H Ross | S 55% | Own | Al-Z 17x6.50 
Reo 8-25 _ | Link _Del-R |*Del-R__Long | O | 3 FSM | U | Own % | 442 | H Ross | S 55%, | Own | Al-Z_| 17x6.50 
Rockne 6-65 Morse Aut-L j*Aut-L-S Borg | O | 3 | SM-BW-F a Spic % | 4.27 | Bendix Ross |S 54 | Tryon | Al-Z | 18x5.25 
Rockne 6-75 | Chain Aut-L |*Aut-L-S Borg | O | 3 | SM-BW-F M| Own 12 4.73 | Bendix Ross |S 54 Tryon Al-Z 18x5.59 
Studebaker 6-55 | Chain Del-R |*Del-R-S Long | O | 3|SM-BW-F |S = Own Vy 27 | Bendix Ross | S 54 Tryon | Alem | 18x5.50 
Studebaker Dict. 62| Cel Del-R |*Del-R-S Long | O | 3| SM-BW-F |S / Own % | 4.73 | Bendix Ross | S 54 Tryon | Alem | 18x5.50 
Stadebaker Com. 71| Cel Del-R |*Del-R-S Long | O | 3| SM-BW-F |S | Own %4 4.73 | Bendix Ross | $56 | Faf | Alem | 18x6.00 
Studebaker Pres.91| Var-G_ Del-R |*Del-R-S Borg | O | 3 | SM-BW-F |S | Own % | 4.31 | Bendix Ross |S 60 | Faf | Alem | 18x6.59 
Stutz LAA | Link Del-R | Del-R  Borg| D | 4 | — |U|Sal % | 475 |H Gem S 60 | Own | Bijur | 19x6.00 
Stutz SV-16 |Link Del-R| Del-R Long| M/3/|S |M Tim % | 475 | H Gem S 62% | Own | Bijur | 20x6.50 
Stutz DV-32 | Link Del-R/| Del-R Long | M|3| SM |M Tim % | 450 |H Gem S 62% | Own | Bijur_| 20x7.00 
Willys-Ov'land 6-90 | Link Aut-L |*Aut-L —|O1|3{|SM-BW-F |S |Own % | 460! Bendix Own |S 51 Tryon | Alem | 18x5.25 
Willys-Ov'land 8-88 | Link Aut-L *Aut-L *Borg | O |3| SM-BW-F | S| Own % | 440/ Bendix Ross|S56 | Tryon | Alem | 18x5.50 
Willys-Kni. 66-D | Link Aut-L |*Aut-L —|0O |3!SM-BW-F | S| Own % | 418] Bendix Gem|S56 | Tryon | Alem | 17x6.00 
Willys-Knight 95 |Link Aut-L |*Aut-L —|0O}3!SM-BW-F |S|Own % | 4.89 | Bendix Gem|S51 | Tryon | Alem | 18x5.50 
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action in regard to their assets 
and operating costs as to clear the 
way for the future. Profits have 
been sacrificed, surpluses have 
been reduced by special charge- 
offs, and\merchandise values, there- 
fore, are without a parallel. 

“Most manufacturers fee] their 
responsibility toward employment. 
No sacrifice has been too great for 
Willys-Overland if it has meant 
employment or more men. This is 
the real reason why today we are 
offering the lowest priced sixes and 
eights in automobile history. These 
large cars Of 113-inch and 121-inch 
wheel bases are unexcelled in quality 
and performance and are priced as 
low as smaller four-cylinder cars. 

“This is Willys-Overland’s con- 
tribution to general business im- 
provement and increased employ- 
ment.” 


WILLYS-OVERLAND NAMES 


CAPSEY IN QUEBEC | 


Montreal, March 7.—Willys-Over- 
land Sales Company, Ltd., of West 
Toronto, has announced the ap- 
pointment of B. H. Capsey as fac- 
tory representative for the province 
of Quebec. 
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BRAKING EFFECTIVENESS 


Socking down a GIANT 
91-INCH brake pedal would 
barely equal the braking ef- 


fectiveness gained at Tinch 
travel of the STEWART- 
WARNER arene Pedal . . 





The Brake Pedal of Today 


This greater effectiveness of Stewart-Warner Brakes 
means less driver’s fatigue, time saved, accidents 
avoided. Normal braking at any speed is as easy 
as operating the foot accelerator ...... . 


++ A GENTLE ROCKING GOVERNS THE POWERFUL -»- THAT BRAKES THE 
MOTION ON THE PEDAL MECHANICAL FOOT ce ee WHEELS 
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No lunging leg action required on the Stewart- ° The Power Unit offers the maximum braking Even without the Power Unit Stewart Warner 
Warner Brake Pedal -- which is no higher effectiveness in cars of every price class Wheel Brakes, because of rigid construction 
than a foot accelerator and for normal brak- from the lightest to the heaviest automobile, and a simplicity of design which uses 1/, the 
ing atall speeds operates just as easily. motor coach or truck. usual number of parts, is much more effective 


than conventional Pedal Installations. 


Quicker adjustment and higher mileage between adjustments, means money saved for car, motor 
coach or truck operator who uses Stewart-Warner Brakes. Investigate. Our engineers are at your call. 
Stewart -Warner Corporation, Brake Division, Chicago, U. S. A. 





10 OUTSTANDING ADVANTAGES OF STEWART-WARNER BRAKE SYSTEMS 


1. The power unit, under driver’s absolute control, harnesses the 
giant force of car momentum to apply these brakes. 

2. Instant Control — Lower Pedal Pressure and Shorter Pedal travel 
with accurate résponse. 

3. Greater Available Braking Force, Fewer Adjustments, Greater 
Linkage Travel Reserve. 

4. More Sensitive Brake Control — Finer modulation between maxi- 
mum and minimum pedal pressures. 
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Safer Braking Accurate distribution of braking force to all 4 wheels. 
Simplest of all Brakes to adjust. 

Safer Brakes on curves—Positively no interference with steering. 
Simplest to Install and to Maintain — Only 25% as many parts as in 
other Brake Systems. 

17 parts including brake lining in each front wheel—only 14 parts in 
rear wheel, Parts interchangeable. 

Self-adjusting Hand Brake—Has automatic Booster Link take-up. 








